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COMPANIES TO PAY 
FOR RUNNING FAUCETS 


While Hoboken Residents Save Their 
Water Pipes Big Paper Mill 
Concern Burns 








GATTI-McQUADE COMPANY’S LOSS 





Bale, Snedeker Co. Deny Rumor that 
Sprinkler System Was Out of 
Commission 





Among the losses that have attracted 
a great deal of attention is that of 
the Gatti-McQuade Co. in Hoboken, a 
wholesale paper mill concern. The 
insurance on building was $85,000; on 
vse and occupancy, $48000; on stock 
and machinery, $290,000. The broker 
for the stock and machinery and use 
and occupancy insurance is Bale, Sned- 
eker Co. 

Due Diligence 

One report reaching The Wastern Un- 
derwriter was that the sprinkler equip- 
ment had been out of commission for 
taree weeks before the fire, but that 
notice of it had not been given to the 
companies. The point was made that 
here was a case where the provisions 
of the rider that the assured must use 
due diligence in order to get his re- 
duced rate for sprinkler installation 


had not been followed; and, therefore, 
the question had arisen as to whether 
or not this rider is a dead letter, in 
view of the fact that several other 
cases of failure to use due diligence 
with sprinkler systems had arisen in 
the local field. 


Deny Sprinkler Story 


Bale, Snedeker Co., when seen by 
The Eastern Underwriter, flatly denied 
that the sprinkler system had been 
cut of commission for three weeks. Mr. 
Bale stated that there could not have 
been a freezing of pipes for the rea- 


son that the dry pipe system was 
used. He said further that the indi- 
cators showed that the system was 


working the day before the fire, and 
that the superintendent of the plant 
had seen sprinkler heads open after 
the fire started. 

While discussing this fire Mr. Bale 
said that the real reason for its de- 
structiveness was the fact that the fire- 
men had no water, as the people in 
the vicinity had been letting their fau- 


(Continued on page 16) 























“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


FULL WAR COVER 


INCLUDING 
BOMBARDMENT and EXPLOSION 


Liberal Contracts 
REPUTATION 
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North British 
and Mercantile 
Entered United States Insu rance Co. 


1866 


Established 1809 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 























"SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000. 90 
Ts SPRINGFIELD for two-thirds of a century has 





transacted business solely under its own corporate 

name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. e 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 


























$3.00 our Year; 25e. per Copy 
PACIFIC MUTUAL’S NEW 
CONTRACT AND RATES 


Annual Dividend 20 Payment Life With 
Unusual Total Disability 
Benefit Provision 


RATES EFFECTIVE JANUARY 1 





Company Paid for $27,500,000 Lagt 
Year—Two Clauses in New 
Contract 





The Pacific Mutual Life, which paid 
for $27,500,000 in 1917, and is in its 
fiftieth year, has begun to issue a new 
annual dividend 20 payment life policy, 
and has also adopted a new rate book, 
beginning with January 1. The con- 
ditions of the Company's permanent 
tcetal disability benefit are particularly 
liberal. Two clauses from the policy 
follow: 


Permanent Total Disability Benefit 

Should the insured, before attaining 
the age of sixty years, become perman- 
ently totally disabied, as hereinafter 
defined, while this policy is in full 
force and effect and no premium is in 
default, the Company agrees to waive 
the all premiums there- 
after becoming due under the condi- 
tions of the policy and to pay to the 
insured a monthly income of ten dollars 
for each thousand dollars of the face 
amount of this policy. Such waiver of 
premium payment shall become opera- 
tive, and the first of such monthly in 
come payments shall be made, im- 
mediately on receipt by the Company 
of due proof of such disability, and sub- 
sequent monthly income payments 
shall be made on the first day of each 
month thereafter as long as the in- 
sured shall live; provided, however, as 
follows: 

That immediately after the com- 
mencement of the permanent total dis 
ability full particulars thereof shall be 
given in writing to the Company at its 
home office, together with the then 
address of the insured; and that, with- 
in one hundred and twenty days after 
the commencement of such disability, 
there shall be given the Company at 
its home office due proof thereof; and 
that, annually thereafter, due proof’ of 
the continuance of such disability shall 
be given, if required by the Company. 


payment of 


That any medical adviser of the Com- 
pany shall be allowed to examine the 
person of the insured in respect to any 
alieged permanent total disability, in 
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the manner and at such times as the 
medical adviser may require. 

That no suit on account of alleged 
permanent total disability shall be 
maintainable if commenced before the 
expiration of six months from the date 
of the alleged beginning of such dis 
ability. 

That no claim on account of perman 
ent total disability shall be valid if there 
is a failure to comply with any of the 
foregoing provisions. 

That “permanent total disability,” as 
used herein, shall be construed to mean 
that there is neither then nor will b> 
at any time thereafter any work, oc- 
cupation or profession that the insured 
can ever sufficiently do or follow to 
earn or obtain wages, compensation or 
profit, excluding from its coverage any 
disability. resulting directly or indi 
rectly, in whole or in part, from any 
form of insanity or from disease com- 
plicated with insanity. 

The irrecoverable loss of the entire 
sight of both eyes, or the amputation 
of both entire hands at or above the 
wrist, or the amputation of both entire 
feet at or above the ankle, or the am- 
putation of one entire hand at or above 
the wrist and one entire foot at or 
above the ankle, shall be deemed to 
constitute permanent total disability. 

The waiver of premium and the pay- 
ment to the insured of a monthly in 
come under this benefit shall not af 
fect the amount of the death benefit 
nor the right of the insured to any 
dividends, loan or non-forfeiture values 
or other benefits provided under the 
conditions of the policy; and such death 
benefit, dividends, loans or .non-for- 
feiture values or other benefits shall 
continue with the same force and ef 
fect as if the premiums had been paid 
in cash to the Company when due. 

On written application by the _ in- 
sured before attaining the age of sixty 
years, the Company will cancel this 
permanent total disability benefit and 
will reduce the annual premiums there 
after required twenty-five cents for 
each thousand dollars of the _ face 
amount of this policy. 

Life Income Benefit at Age Sixty-five 

On the anniversary date of this pol 
icy nearest the sixty-fifth birthday of 
the insured, if this policy is then in 
full force and effect and free from 
indebtedness to the Company, the in- 
sured may surrender this policy for a 
fully paid non-participating contract 
providing for the payment to the in- 
sured of a monthly income of $........ 

The first monthly income payment 
shall be made on the anniversary date 
of this policy nearest to the sixty-fifth 
birthday of the insured and subsequent 
payments shall be made on the first 
day of each month thereafter as long 
as the insured shall live. 

The value of any outstanding divi- 
dend additions, or any dividends left 
to accumulate and accrued interest 
thereon, shall be paid to the insured 
in cash with the first monthly income 
payment. 

Some new annual rates of the Pacific 
Mutual at age 21 follow: 


Life 
Participating Non-Par. 
Ce rr eer $18.20 $14.95 
es Sd Nw opiarmawes 26.65 22.45 
er re a 31.85 27.10 
eee eer ee 42.55 30.70 
Endowment 
Pe 8 Perr $21.20 $17.55 
AG ee ee 47.35 41.05 
I cs shed wiwew arin 65.40 57.20 
Pee ere 102.35 90.35 
Endowment 

Pree $30.35 $25.75 
Fe Ae 37.05 31.75 
B0@. 2O-9P,. ccivscs 76.80 67.50 

Ordinary Life Continuous Monthly 

Income 

Age of 
Benef. 
thn eetalenb dukes 82 $39.95 $34.30 
BN ace BET wig. dobacaid 64 38.80 33.15 
Sk cipro teintied 37.70 32.05 


20 Payment Life Continuous Monthly 


Income 
Age of 
Benef. 
BO Sadie sd ecadinaaie $57.75 $50.45 
ee a re ee 56.10 48.80 
De va resbre sate ee 54.55 47.25 


20-Year Endowment Continuous 
Monthly Income 


Age of 
Benef, 
OY sich eceennen sen $117.95 $107.00 
RP seer ep re 114.70 103.75 
DP Gtidtseswiddinses 111.35 100.40 


WITH CONNECTICUT GENERAL 


John T. Shirley Made General Agent in 
Pittsburgh—His Territory, 
Western Pennsylvania 


John T. Shirley, for four years super- 
visor of agents of the Eastern Depart- 
ment of the Edward A. Woods Agency, 
general agents for the Equitable Life 
Assurance Society, and one of the best 
known insurance men of Central Penn- 
sylvania, has assumed his new duties as 
manager of Western Pennsylvania for 
the Connecticut General Life Insurance 
Ccumpany of Hartford, and will have his 
headquarters in Pittsburgh. 

Mr. Shirley is a Pennsylvania man, 
having been born in Clarion County, 
and is thoroughly acquainted through- 
out the Western part of the State. He 
is a former president of the Central 
Pennsylvania Association of Life Un- 
derwriters, a member of the executive 
ccmmittee of the National Association 
of Life Underwriters, a director of the 
University Club, of Harrisburg, and a 
member of the executive committee of 
the Salesmanship Club, of Harrisburg. 
He leaves in Harrisburg a large num- 
ber of friends and a business three 
times as big as when he took charge 
here. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 
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Continental First To 
Publish Statement 


PRESIDENT BURNET TO HIS FIELD 
Company’s Large Increase in Dividends 
to Policyholders—Gain in 
Surplus and Earnings 
The first life insurance company to 
publish its annual statement is the 
Continental Life of Wilmington, Del. 
The president of the Company, Philip 
Burnet, has issued the following state- 
ment to the agency force: 

To the Agency Force: 

You will be gratified to know that 
in spite of the increase in the generous 
dividends to our policyholders, in spite 
of the increased war taxes, and in spite 
of the heavier expenses due to war 
conditions, the actual net earnings of 
the Company for 1917, after the pay- 





INGTON SAYS: 


ing success.” 


A POLICYHOLDER SAYS: 


petitors. 


AN AGENT SAYS: 


WE SAY: 


MEN. 





A PEEP INTO OUR PRIVATE FILES 


AN OFFICIAL OF THE U. S. GOVERNMENT AT WASH- 


“I have your letter of October 1st with the bulletin 
which you are mailing to your policyholders and 
thank you for it. This work is the kind that is going to 
make the Second Liberty Loan of 1917 an overwhelm- 


“The service which you perform for your policyhold- 
ers is without a doubt unequaled by any of your com- 
This. Health Service beats anything I have 
ever seen. ‘May your tribe increase’. 


“Tf a man doesn’t make good with The Germania 
Life Insurance Company it is his own fault.” 


Since these are but samples of many letters received 
regularly by “The Company of Modern Insurance 
Service,” THE GERMANIA LIFE INSURANCE COM- 
PANY, established 1860 under the laws of the State of 
New York, it should be worth something to YOU to 
ask T, Louis Hansen, Superintendent of Agencies, 50 
Union Square, New York City, to tell YOU more about 
the SERVICE which this Company is rendering ITS 
COUNTRY, ITS POLICYHOLDERS AND ITS FIELD- 


WHAT DO YOU SAY? 


°° 








ment of dividends to _ policyholders, 
were the largest in its history. They 
were 17 per cent. greater than for the 
preceding year and were sufficient not 
only to cover the regular dividends of 
1? per cent., and the extra dividend ol 
6 per cent. paid stockholders during 
the year, but also to leave a good bal- 
ance for surplus. 

It is noteworthy that the net sur- 
plus of $716,697.31 is nearly 20 per cent. 
greater than the outstanding capital 
stock of $601,690; and that the total 
assets of $2,578,541.78 are more than 
dcuble the total liabilfties of $1,260,- 
154.47, thus giving the Continental 
more than $2 of net admitted assets 
for every dollar of liabilities, a ratio 
of strength shown by few other com- 
panies. 

The year may be summed up as 
resulting in an increase of 17 per cent. 
in net earnings and jn outstanding 
capital stock, and gains of 10 per cent. 
in insurance, 22 per cent. in assets and 
15 per cent. in the important item of 
net admitted surplus. 

When you consider (1) that every 
dellar of the Company’s participating 
business is on the annual dividend 
plan, (2) that the large dividends which 
the Company is paying to its policy- 
holders result in a net cost to the in- 
sured which puts the Continental in a 
class with the four or five best divi- 
dend-payers in the country, and (3) 
that the Company is earning nearly 
three times the amount of these divi- 
dends, I think all of us may take just 
pride in an accomplishment which 
yields such generous returns not only 
to our policyholders, but also to our 
stockholders, to say nothing of the 
steady increase in our accumulated 
surplus. 


BUSINESS MEN’S POLICY 
Issued by Globe Mutual Life of Chicago 
in Amounts of 

$2,000 ~ 
The Globe Mutua] Life Insurance As- 
sociation, of Chicago, is offering a “busi- 
ness men’s” policy in amounts of $2,000 


orly. These are the rates: 
Age Age 
| ee $27.24  Pereres. $52.98 
_ peers 27.82 ee 55.06 
Beksesiunws 28.44 ae 57.26 
ey MB cesccsee OG 
eee 29.80 errr 62.12 
es 30.50 eee 64.78 
eee 31.28 ee 67.64 
Rss einee nnn 32.08 et wana 70.68 
are 32.90 ays 73.92 
eee 33.80 | Se 77.34 
eee 34.72 ining kao rere 81.02 
DR née an eee 35.72 Sere 84.96 
ROT 36.74 | ae 89.14 
eee 37.84 Pe ats wae 93.60 
see 38.98 eee 98.40 
ee 40.22 See 103.48 
Oe 41.52 errr 108.96 
C—O 42.86 ore 114.80 
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Companies Make Public 
More 1917 Figures 


INCREASES ALL ALONG LINE 
Southland Gains $504,857 in Net Ad- 
mitted Assets—Mutual Benefit, 
Fidelity Mutual and Others 


The Great Northern Life Insurance 
Company paid for $1,007,000 in 1917; 
assets are $353,000; surplus is $35,000. 
In 1916 it paid for $917,000. 

The Old Line Life of Milwaukee paid 
for $3,650,000 in 1917, and $3,001,805 in 
1916. Its assets on December 31 were, 
in round numbers, $1,750,000. 

To Issue New Policies 

The National Fidelity Life, of Iowa, 
writes The Eastern Underwriter as fol- 
lows: “Approximate business for 1917, 
$2,150,000; assets December 31, 1917, 
$400,000. 

“Our new policies, which will short- 
lv appear, will have a very liberal total 
disability benefit paying a disabled pol- 
icyholder a continuous annuity for life, 
which annuity will not be deductible 
from the face of the policy nor reduce 
the values in the policy.” 

The Columbus Mutual Life, of Col- 
umbus, Ohio, wrote $2,950,000 in 1917 
and $2,462,181 in 1916; admitted assets 
are $1,135,885.61. 

Southland Life Increases 

The Southland Life Insurance Com- 
pany of Dallas, Texas, writes to The 
Eastern Underwriter as follows: 

“The amount of paid for business of 
this Company for the year 1917 was 
$8,188,961. On December 31, 1917, our 
net admitted assets amounted to $3,- 
003,932.82. 

“We are pleased to advise that we 
have had a splendid year, showing an 
increase of 

$1,219,362.00 in new business; 

4,134,720.00 in insurance in force; 

68,945.50 in income; 
504,857.01 in net admitted assets. 

“We, of course, are very much grati- 
fied at the results and are starting the 
best year in the history of the Com- 
pany, and we look forward with con- 
fiaence to 1918, in the hope that it 
will be even better than the year just 
closed.” 

Home Life and Accident Company 
of Fordyce, Ark., paid for $1,812,000 
last year. 

Changes Its Name 

The National American Life Insur- 
ance Co. of Burlington, Towa, formerly 
the German-American Life Insurance 
Company, sends the following state- 
ment to The Eastern Underwriter: 

“The production for the year of 
the German-American Life Insurance 
Company was $2,090,000, while the as- 
sets are increased to $338,000. Our 
plans for the coming year are, of 
course, not well matured, but we have 
determined to prosecute a vigorous 
campaign for new business, the out- 
look for which is most promising. 

“Please note that at a meeting of 
the policyholders of the German-Amer- 
ican Life Insurance Company of Iowa, 
held at the home office, on December 
27, 1917, it was unanimously decided 
to change the name of the Company 
to National American Insurance Com- 
pany, the change becoming effective 
December 31, 1917, but involves no 
other change than the name.” 

Farmers & Bankers Life Insurance 
Company, Wichita, Kansas, paid for 
$6,621,000 in 1917; $5,552,000 in 1916. 
Insurance in force paid for $18,810,000; 
assets, over, $1,350,000. 

Midland Insurance Company of St. 
Paul, Minn., $1,553,000 in 1917, and the 


net assets on December 31, 1917, were 
$588,630. 


Increased Average Premium 
Edward D. Field, superintendent of 


agencies for the National Life of Mont- 
pelier, Vermont, writes The Eastern 
Underwriter as follows: 

“Paid for business for the year end- 
ing December 31, 1917, was $27,463,965. 
Our gain in outstanding insurance ex- 
ceeded 1916 and the average premium 
per thousand on new _ business _in- 
creased over $3. The increase in the 
average premium on new business in- 
dicates a smaller percentage of term 
insurance to the total written and an 
older average age, due to limitations 
on younger ages caused by the war 
hazard.” 

Western Reserve Life Insurance 
Company wrote $715,000 in 1917. 

The Toledo Travelers Life, of Toledo, 
Ohio, through Arthur D. Main, general 
manager of agencies, sent this state- 
ment to The Eastern Underwriter: 
“1917 was by far the best year from 
the standpoint of production of new 
business the (Company has ever had, 85 
per cent. of which is endowment busi- 
ness. This will consequently give us 
a nice increase in premium as well as 
increase in volume of business.” 

Discusses Lapses 

Secretary J. R. Kruse, of the Cali- 
fornia State Life, of Sacramento, sends 
this statement to The Eastern Under- 
writer: 

“We beg to advise that our assets 
will exceed $2,500,000. Paid for busi- 
ness for the year, total $7,563,000 as 
against $7,197,000 for the ‘year 1916. 
Insurance in force, $25,221,000. 

“Our business has been very satisfac- 
tory this year, except that we are a 
little disappointed in the amount of 
gain of insurance in force. This is 
due to an increase in lapses on account 
of so many of our policyholders who 
were drafted having replaced their in- 
surance by Government insurance. 
Doubtless ‘you are aware of the fact 
that we have had a war clause in our 
policies for the past three years, and 
our lapses on this account militated 
against us this year, whereas the com- 


panies who have just recently adopted 
the war clause will not notice the in- 
creased lapses until next year.” 

The Detroit Life’s figures follow: 

New business on the paid for basis, 
$4,175,000; insurance in force Dec. 31, 
1917, $11,765,000; gain in insurance in 
force during 1917, $2,131,000; total pre- 
mium income during 1917, $401,851. 

In 1917 the Connecticut General paid 
for $33,408,398.80 of new life business, 
including revivals and increases. The 
1916 paid for was $26,506,390. The in- 
surance in force on a paid for basis on 
December 31, 1917, was $137,349,393.94. 
On December 31, 1916, it was $113,- 
391,968. 

President Talbot’s Message 

President Talbot, of the Fidelity Mu- 
tual, sent the following telegram to 
the field managers: 

“Greetings and congratulations! Nine- 
teen seventeen objective fully attained. 
Over one hundred forty-two millions in 
force. Net gain six millions three hun- 
dred eighty thousand, largest in thir- 
teen years, showing effect of conserva 
tion effort. Mortality ratio approxi- 
mately seventy-five, lowest in many 
years. Fidelity triumphantly enters its 
fortieth year determined to close with 
one hundred fifty millions in force.” 

The Jefferson Standard, of Greens 
koro’s paid for issue for the year 1917 
will amount to not less than $15,000,- 
000. The Company will gain $10,000,- 
000, showing insurance in force on De- 
cember 31, 1917, of $60,900,000. 

Mutual Benefit Figures 

The Mutual Benefit has sent the fol 
lowing statement to the agency force: 

“At this writing the paid for figures 
covering the Company’s business in De 
cember, 1917, are not yet available. On 
the basis of applications received and 
new policies issued, however, there was 
a decrease in December, 1917, as com 
pared with the corresponding month of 
1916. It is worthy of note, however, 
that December, 1916, was a phenomenal 
month in point of business production. 
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1912 
1917 


$259,557 
740,462 








Tenth Annual Statement 


Continental Life Insurance Company 
WILMINGTON, DEL. 


December 31, 1917 


ASSETS 
First Mortgages on Real Estate.............$1,666,828.80 


Bonds ....... a aes eealee vee aseaeeuee eee ~=—908,875.36 
Policy Liens within the Reserve............. 241,529.18 
REY icin wine Oy Rede bee eee eee ee ene 161,308.44 
EE ncn ce aed edd COcbesewenedsnescias’s $2.578,541.78 
LIABILITIES 
SE TE. iincnenteeiesdedevaavieeas $1,221,164.67 
Reserved for Taxes, et@...........e0000eees 38,989.80 
ID 6. o v0 nv es dwdeanenereesws $1,260,154.47 
Capital Stock ....ccsscssecees $601,690.00 
PE wAw.x0s 0050 eden occccee 116,697.31 
Assets in excess of Liabilities............. 1,318,387.31 
Dh wheunbreekeneees Ganee venta i adisesecaban $2,578,541.78 
FIVE YEARS’ PROGRESS 
Year Income Assets Insurance 


$ 522,004 


[a — ———————————————— 
CC CO3OMVvMWMvWwWVwW OO 


$ 9,232,314 


2,578,542 18,004,571 














As compared with the business of De- 
cember, 1915, there was an increase in 
December, 1917, both in applications 
received and policies issued. 


Number Amount 
Applications received. 2,889 $12,232,596 
Dec. compared with 
December, 1916..... 1,452 3,433,795 
New policies issued on 
orig. applications. ..*3,219 11,583,853 
Dec. compared with 
December, 1916..... 1,553 2,900,713 
Comparative Record of New Business— 
Year 1917 
Number Amount 
Applications rec..... 41,406 $149,469,910 
Inc. over yr. 1916. ..... 10,229,233 
Des. aver 3f. 1916. LSTT 3 csvaveuan 
New policies issued 


on original applica- 


GEE <<sie0anebuaue *44.386 133,261,214 
Inc. over yr. 1916. ..... 10,013,714 
mec. ever 7f. IiG. TSP sscdaksux 
*The issued business includes only 


new policies issued on original appli 
cations. It does not include paid-up 
policies for reduced amounts issued in 
exchange for surrendered policies, or 
extensions, or convertible term policies 
exchanged. 


Income insur. issued, 

year 1917 (new).... 1,855 $13,020,456 
Income insur. issued, 

year 1917 (old)..... 1959 10,462,658 


WOU ‘so vekavawawowne 3,814 $23,483,114 
Inc. over yr. 1916 (tl) 504 3,762,758 

The Midwest Life, of Lincoln, closed 
its books for the year with approxi 
mately $10,500,000 of paid for insurance 
in force and admitted assets of $1,000, 
000. 

The Old Line Bankers’ Life, of Lin 
coln, paid for over $11,000,000 in 1917 
Its assets are over $12,600,000 

The Protective Life, of Birmingham, 
Ala., paid for more than $1,900,000 in 
1917, and has $900,000 assets. 

Will Issue New Child’s Endowment 

The West Coast-San Francisco Life's 
paid business for 1917 was $8,330,000; 
increase over 1916 figures, $2,680,000; 
estimated admitted assets, $3,650,000 

“In 1918 we intend to issue a new 
child’s endowment policy based on the 
life of the parent, the premiums ceas 
ing on the death of the parent and the 
proceeds going to the child at the end 
of the endowment period,” said Presi 
dent C. O. G. Miller. 

The Fort Worth Life paid for $2, 
087,371 in 1917. 

Northwestern Mutual 

M. H. O. Williams, assistant superin 
tendent of agencies of the Northwest 
ern Mutual Life, said this week: 

“The paid for business for 1917 will 
be approximately $160,000,000 and the 
assets approximately $385,000,000. 

“The Company has announced two 
new forms of policies, a life policy paid 
up at age 65 and an endowment at 65 

“We have no reason to feel that 1918 
will not show a largely increased busi 
ness over 1917.” 

Official Home Life Figures 

Final figures of Home Life Insurance 
Company, December 31, 1917: Paid for 
in force December 31, 1916, $133,493, 
328; issued paid for in 1917, $22,691,136; 
cancelled in 1917, $10,134,319; in force 
December 31, 1917, $146,050,145 


Missouri State Figures 
The Missouri State Life shows new 
paid business of $45,400,000; revivals 
and increases, $1,750,000; insurance in 
force, $156,900,000, an increase over 
1916 of $27,800,000. 


A. B. Howe, vice-president of the 
Security Mutual Life, Binghamton, N. 
Y.. when a young man sold F. W. Wool- 
worth, head of the five and ten cent 
store chain, his first bill of goods. At 
that time Mr. Woolworth was doing 
business in a Small way in Watertown, 
N. Y. In order to move goods faster 
for his customers Mr. Howe proposed 
having the goods put on counters and 
sold at small prices. This was the 
beginning of the five and ten cent store 
movement. 
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Monthly Income and 
How to Sell It 


VIEWS OF A CANADIAN PRODUCER 


A Dollars and Cents Proposition—Safe- 
guarding the Widows’ Insur- 
ance Money 


By E. J. L’ESPERANCE, 

Imperial Life, Montreal 
In the first place, sometimes a man 
says to me, “How do you canvass, how 
do you get prospects?” Caesar’s ghost! 
the easiest thing in the world; go out 
after them. You see a nice looking 
man with a prosperous looking busi- 
ness; you look around a little and see 


iv has a family. Then go up to him, 
“How do you do, Mr. Thomas; 1 am 
Mr. L’Esperance, with the Imperial 
Life; | have something I want to show 
you.” My method is the direct method 
of the man selling shoes, or the coal 
dealer, who wants to sell coal to a 
public institution. He says, “I am sell- 
ing coal; let me show you some coal.” 
The big thing in selling anything at 
all is making the man want it. That 
is very silly, isn’t it? And yet so many 
of us make him so that he doesn’t 
want it. If I were selling dinners, if 
1 were running a cafe, I would try to 
get as big a sale out. of every man 
that came into my cafe as 1 could. 
With that in mind I would serve a 
little appetizer free. Free, sure. He 
would spend more money in my place. 
If less time were taken on “Here is 
the dotted line; by Jove you've got to 
sign it,” and more time on “Look at 
this, look how happy this will make 
you, look what this is,” he would: fi- 
nally grab you by the elbow and say, 
“Good, where it is?” The psychology 
of this is good. Create the need for 
the goods. The thing sells itself if the 
man wants it badly enough. Schwab 
says, “It is easier to sell a thirty mil- 
lion dollar bond to a man who wants 
it than a piano to a man who doesn’t 
want it.” Devote your time to mak- 
ing the man want your proposition 
and he will buy it, believe me. 


The Income Contract. 

An income contract is simply the 
usual proposition that we have, that is 
selling a man money for future deliv- 
ery, but it is paid in a different way; 
instead of paying a lump sum we pay 
it over a stated number of years or 
an uncertain number of years. I usu- 
ally sell it for the lifetime of the bene- 
ficiary; while the premium may be 
higher I do not want to have on my 
head the thovght that that old lady 
will be without money when she needs 
it most. I will sweat a little longer, 
and it will make a better sale. I al- 
ways say “How would you like to put 
your wife on the pay-roll when yours 
comes off?” Of course, he does, if he 
is a regular man. 


A Dollars and Cents Proposition 

Now, the financial side of this, the 
way in which you can make it look 
xood to Mr. Prospect. “Supposing, 
Mr. Thomas, I were to ask you to de- 
posit with me—your age is forty and 
your wife thirty-five—I ask you to de- 
posit $807 a year. I am the Bank of 
Montreal. You have got to save money 
and you are going to put $807 a year 
in our bank. What will we do for you 
for that? If I were to tell you that 
the Bank of Montreal, after you had 
made one deposit of $807, would pay 
your wife $100 a month for her life- 
tyme, you would say I was crazy. Of 
course, I would be, for the bank can’t 
do it.” You know, that is immense 
when you get to think of it. $100 a 
month, or $1,200 a year for her life- 
time, and twenty years certain. We 
have got to pay Mr. Man $24,000, that 
is the least we can get out of it for 
him. “You hold our I1.0.U. for $24,000. 
Furthermore there are dividends com- 
ing with this inasmuch as you have 





a participating contract with a partici- 
pating company. Based on our divi- 
aends of last year your wife gets $8,- 
zst of dividends, so in all probability 
we will have to pay $32,280 to Mrs. 
Thomas. Pretty soft, isn’t it? How 
would you like it, Mr. Thomas?” He 
says, of course, he would like it. ‘““Now, 
furthermore, the chances are that if 
you die at the present time your wife 
has an expectation of eight years more 
at the end of twenty years, which means 
$9,600 we have to pay her, plus divi- 
dends of $1,628; so we would have to 
pay her in all $43,508 in all probability, 
if you die tomorrow. Do you. know 
you are not going to die tomorrow? 
hence, if you do not know you are 
not going to die tomorrow, you may 
die tomorrow; and your wife may live 
4 great many years, for a great many 
women on a moderate income outlive 
their expectation after 50. Further- 
more, supposing I were to tell you that 
at the end of twenty years’ time your 
family are grown up and you do not 
need this any more, since you have 
educated your children and made pro- 
vision for them, suppose I tell you 
we are going to give you back $2,000 
or $3,000 or $4,600 or $5,000 out of it. 
You say it can’t be done. We not only 
give you back that, but supposing I 
suy we give you back roughly $16,000, 
alt you had paid. You would say we 
were going some, wouldn’t you? That 
is what we are prepared to do, to give 
yeu back all you put in and will have 
been prepared to give you protection 
in the meantime.” You know, if you 
just get the idea of that fixed in your 
nund, the immensity of that, gentle- 
men, you can sell then some insurance 
and lots of it. 


Safeguarding the Widows’ Insurance 
Money 

Income insurance is a good thing be- 
cause most wives and most men live 
on @ week to week basis. The can- 
ribals used to live on a meal to meal 
basis; the more civilized we become 
the longer the basis. Isn’t it a nice 
thing to arrange the method of your 
wife receiving money in the same way 
as when you were at home and sup- 
ported her? What reason have you 
to. think that she is going to become 
used to a revolutionary method of liv- 
ing? The widow is the shining mark 
for the mining shark; you know that. 


‘A lot of widows are fleeced out of 


the hard-earned money that some kind, 
self-sacrificing man made provision to 
create for them. That won't happen 
to my wife. Why? Because I leave 
her an income. 1 know as well as 
any man can know just what she will 
get, which is just as much as | can 
airange for, and how she will get it 
and how long. To me it is a source 
of consolation. I consider it the cruel- 
ty of kindness, gentlemen, for a man 
tc bring his family up to a fine stan- 
dard of living and leave them to go 
down, and the human biped that does 
that is not worthy of the name of man 
ar we understand it. We know that 
65 per cent. of widows lose all that 
is left within the first five years. Do 
you want your wife to be in the 65 
rer cent.? Even if there were only 2 
per cent., would you want your wife to 
be among the two? Of course, not. 
Why be so blind? We know these 
things are so; why don’t we use that 
knowledge? That is what we are given 
brains for. 


A Few Thoughts About Unearned 
Money 

There are always expensive wants 
in every life, and some women—and 
we cannot blame them—gratify those 
wants out of the lump sum insurance 
money that ig left. The thing that 
keeps you and me from spending all 
we get is that we have to earn it, we 
have to sweat hard. We know what 
it costs to make a dollar. With un- 
earned money there is always a temp- 
tation to squander and to go higher 
and higher. That is the reason a 
great many~wealthy men do not like 
to leave much money for the boy. I£ 
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Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 
by calling at 
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Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








We don’t contract with poor men. 


We give a new man our attention until he is 
started. 


We make our men make good. 
Why don’t you work for us? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 








L. D. Clancy 
Secretary 





A Legal Reserve Company 
Are You a Big Producer? Can You Prove It? 
ONE GENERAL AGENT WANTED IN INDIANA 


Home Office: Fletcher Trust Bldg., Indianapolis, lid. 


















To the Man Who is Willing—and Will 
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We are prepared to offer unusual opportunities for money-making 
NOW and creating a competence for the FUTURE. 


FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President :: Beaumont, Texas 
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you leave a widow a great sum of money 
that temptation is there. There is also 
the temptation to follow fool advice. 
| feel sad about that. Women get a 
lot of fool advice, and there is a big 
temptation to follow it. I do not wan? 
to take any chances on that myself. 
The intelligent man tries to tie up his 
estate so that it cannot be lost, yet 
you find the reverse done by most men 
who insure their lives. What would 
you think of a man with a nice estate, 
a good business-and with full knowl- 
edge of his impending death, who 
would convert it into cash and put it 
in the bank and lay himself down to 
die? We would call ‘him a_ fool, 
wouldn’t we? 

Ten Dollars a Month Might Be a 

Fortune 

Some men tell me $10 a month is 
not enough. Of course, it is not 
cnough. Most men do not put away 
‘he money they should put away. But, 
centlemen, $10 received regularly each 
wonth by a widow, who has no other 
means of support, is a fortune. Things 
are great or small by comparison. Ten 
dollars a month rents a room. If the 
litle unfortunate widow has a child, 
it is a home for $10 a month. Don’t 
fool yourselves about that $10 a month. 
if you were ever without money and 
you found $10, you would think you 
were in heaven. There are three kinds 
of income, $10 a month, $50 a month 
and $100 a month. Do you like to 
leave your wife a room income, or a 
flat income, or do you want to leave 
ber in a home? $10, $50 or $100 a 
month. The smaller the amount of 
riterest on a lump sum left to the 
\idow the higher the security, and the 
more valuable; the higher the security 
the more chances that it can be no- 
sotiated or borrowed on, the more 
temptation to invest it in something 
paying 15 or 20 per cent. 

Trust Companies and Trustees 

Some men tell me they will leave 
tneir money in a trust company. Some 
men are very sincere about that. It’s 
all right, I believe, but he doesn’t 
know my _ proposition. The revenue 
from trust funds after you consider all 
the various fees, which the trust com- 
pany rightly enacts, and if it invests 
it as the Government specifies, will be 
kes than 4 per cent. In mostly all 
participating policies the yield to the 
vidow will be nearer 6 per cent. Does 
he want to lose 2 per cent? Two per 
cent. is a lot of money. You can’t 
t«ll whether a trustee is going to make 
2 mistake; or he may die and then 


you have another trustee. Seriously, 
it is not a good proposition. If a man 


has any estate that he cannot leave 
in an insurance company 1 tell him 
io leave it with a trust company and 
give them carte blanche to invest it 
—that’s the only way the widow can 
be sure of an income. This is busi- 
ness in which no question could enter. 
Morgan left all his money, with the 
exception of two bequests, in income, 
end I am sure al those people could 
bave had access to the finest kind of 
edvice in investing money. He knew. 


Some Safeguards 

Income contracts first sold in 1906; 
millions of income are being sold to- 
day. Furthermore, Mr. Buyer does not 
mortgage his contract as quickly if he 
thinks of it in terms of life income for 
Mrs. Thomas. He says, “I must not 
borrow on it, it is her $100 a month 
income, and if I borrow she won't have 
$100 a month.” Furthermore, it brings 
him up to a cartain standard of leav- 
ing money. It removes the thought, 
“Lam leaving my wife fifteen or twen- 
ty thousand dollars.” It sounds big 
and he likes to mouth the word. At 
5 per cent. what is it? Jt makes him 
tbink of the thing as it really is You 
sell him a twenty-five dollar a month 
income this year and next year, and 
-Ou can go back and step that up a 
little, She might get along on $25, but 
you and I would like her to have $50 
He knows what he earns. It is so 
easily figured; you get down to brass 





tacks. It is a trait of human nature 
to be heedless of the future. I read 
some time ago of a woman who was 
ieft $8,000, and the first thing she did 
was to buy a $3,000 automobile. The 
ccld, black, dismal future is there un- 
less you make it nice and warm and 
bright. On an income contract the lit- 
tle innocent children get the benefit 
directly or indirectly as long as it is 
paid. A widow might marry the wrong 
inan when she remarries, a man that 
night take her money. If sne nas an 
income she may give him the first 
cbeque, but I venture, unless she is a 
fool she will not give him the second 
cne. 
Showing the Goods 

When you show your goods show 
them with some degree of skill. If I 
were going to show a man this thing 
‘picking up a camera) I would not 
rush in and say, “Do you want to buy 
a camera?” Of course not. I would 
take it in this way (opening and dis- 
playing camera) and say, “What do 
you think of that? Isn’t that a won- 
der?” Of coure, I would try to stimu- 
late his curiosity and interest. When 
you show your goods, show them in 
an interesting manner. I always car- 
ry a cheque similar to what we pay 
the beneficiary, and say, “How would 
you like Mrs. Jones to get one of 
these?” He says, “What is that?” and 
1 tell him. 

Beware of Underselling Your Prospect 

When you sell him, sell him enough. 
Some say we overload a man. About 
two years ago I sold a man a five 
thousand dollar policy. I delivered 
him fifty thousand. He said, “I will 
take it, but what is the limit of your 
company?” I said $50,000. He said 
he would have taken $100,000. I said, 
“Tam sorry I cannot take it He said, 
“t won’t take it now.” I wired the 
;(©mpany and brought him another fifty 
the next day and said, “Il have called 
your bluff.” He said, “I will take it.” 
I met him about three months ago and 
he said, “Il can’t buy insurance now.” 
| said, “I heard about it, old man.” 
lie said, “You did me a wrong; why 
didn’t you sell me enough?” If more 
men would talk less and underwrite 
tore they would sell more insurance. 
| am a firm believer in a man being 
what he thinks he is going to be. I 
think I am a whirlwind that makes me 
a whirlwind whether you think it or 
not. I believe a lot in that, believing 
a certain thing, then trying to be that 
thing. 

Some Good Ideas With a Few “Dont’s” 

A good idea whenever you talk to a 
lan, igs to have something in your 
hand; it is a great trick in selling. 
‘i{here is a lot in meeting a man with 
a pleasantry. It is the same psychol- 
ozy as with the speaker on the plat- 
form. 

Do not talk insurance wherever you 
go. I do not believe in talking to ev- 
ery man. We waste a lot of time and 
believe me, I value my time. I couldn't 
have sold what I did last year if 1 
were not chary of my time. A man 
who has not the coin cannot talk to 
me; ‘Mr. Man who has not got the 
money or the health can go right by. 
I think it is a mistake to talk pro- 
piiscuously. Think about the man you 
want to see and then go and see him. 


From the official publication of the Canada 
Life Underwriters’ Association. 


SINGLE PREMIUM ANNUITIES 

In November the Phoenix Mutua) 
Life receiver $60,000 in single premi- 
ums for life annuity contracts. For 
eleven months of 1917 these single pre- 
miums aggregate $462,000 against $8u,- 
600 received during all of 1916. In 
acdition the Company received in 1917 
$134,500 in single, premiums on insur- 
ance contracts. 

The first meeting of agents of the 
Northwestern Mutual Life was held in 
1867. 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


1909, rates were reduced and values increased to full 
3% reserve 


On January 1, 
























Founded 1865 


The PROVIDENT 


Life and Trust Company 


OF PHILADELPHIA, PA. 


Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 


See the new low Rates 


What do most men fear? 
An insufficient income for 
their wives and children 
if they die, and for their 


own old age if they live. JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 


WE WILL INSURE THE 
INCOME IN EITHER EVENT. 


Write for Information 




















THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 


and Trustworthy Life Agents may be benefitted 
by corresponding with 


Ambitious, Productive <¢ 





W. S. WELD, Superintendent of Agencies 
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‘stablished ? 


Are You Permanently 
Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 











CERF MEETING AND DINNER morning from 9 until 12 o'clock fol- 
- lowed by another in the afternoon and 
To be Held at the Hotel Breslin on a banquet. 

January 28—Officers of Com- During the day there will be ad- 

oy ' to Talk dresses by the various officers of 

_— the Company, including Vice-President 

The annual meeting of the L. A. Rhodes, Actuary Papps, Superintend- 

Cerf Agency of the Mutual Benefit, ent of Agencies Drew, Assistant Su- 

New York City, will be held at the perintendent of Agencies Winton, 

Hotel Breslin on January 28. There Counsel David Kay. Jr., J. Elliott Hall, 
will be an educational session in the George H. Austin. 
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Some That Must Be Met and Overcome by the 
Successful - Agent 


By Olin P. Beall, District Manager, Macon, Ga., of 
New England Mutual! Life 


(Continued from last week.) 









We also have the broad field of com- 
pany literature. Every life insurance 
company furnishes its agents with lit- 
erature concerning the company and its 
contracts, and many of them supply 
much excellent information concerning 
life insurance in general. This is espe- 
cially true of the great company we rep- 
resent. From the smallest leaflet to the 
“New England Pilot’—that storehouse 
of information, gem of art, and never- 
failing source of inspiration—every 
piece of literature sent out by our un- 
equalled department of publications is 
designed for the sole purpose of giving 
us field-men the best equipment for our 
work. And how well they succeed every 
agent who makes intelligent use of our 
literature can give ample testimony! 
If there is any high-class company whose 
agents can complain because the com- 
pany does not furnish them information 
recessary to a proper understanding of 
the goods they have to sell, that com- 
pany is certainly not the New England 
Mutual. 

The man who would learn the difficult 
art of salesmanship can find excellent 


uelps. Never before was so much 
study given to this subject. Books 
on salesmanship, magazines on sales- 


manship are offered on every side. All 
these are helpful, and can be obtained 
at low cost. But the most valuable aid 
to the salesman, and the aid for which 
he does not have to pay a cent, is a 
constant and thorough study of human 
nature. Alexander Pope’s line, “The 
proper study of mankind is Man,” 
might well be changed by us into the 
motto, “The most profitable study for 
life insurance agents is Man.” 


Prejudice Disappears as 


Grows 


The obstacles arising from the atti- 
tude of others can also be disposed of 
by the intelligent, determined man. 
Consider the prospect who is prejudiced 
against life insurance—who says he does 
not believe in it. In nine cases out of 
ten, is not this because he does not 
know its advantages? 

When the automobile was first seen 
on our country roads the farmer was 
prejudiced against it, thinking of it 
chiefly as a device for frightening his 
horses. But now that he has seen how 
much help a car can be to himself and 


Knowledge 








his neighbors, he has become an en- 
thusiastic motorist. 


So it is with life insurance. Let a 
man see what this wonderful institu- 
tion is doing for the widows and or- 
phans in his neighborhood, and preju- 
dice will melt away. In communities 
that have been worked by unscrupu- 
,0us agents, the melting may take time. 
ut absolute truthfulness and honesty 
in the end will win you the confidence 
and help of those who in the beginning 
iooked upon you with suspicion and 
prejudice, 

Interviews with busy men can be se- 
cured by careful preparation. Work out 
a proposition that meets a real need in 
® prosperous man’s life, and he will be 
glad to hear it. Prepare your case so 
that you can present it very briefly, and 
excite his curiosity by some _ novel 
method of presentation. Once you get 
him interested, he will give all the time 
needed to understand your proposition. 


How to Finance the Business 

The difficulty of financing his grow- 
ing business can be met by the agent 
who is honest and conscientious in his 
daily life and careful in his business 
dealings. Strict attention to his social, 
moral and financial obligations wil] win 
him the good opinion of those who know 
him, and soon he can find a banker will- 
ing to discount some of his best paper. 
He thus gets a start, and careful hand- 
ling of these matters will make it easy 
for him to get money on the notes he 
takes. By accepting notes from only 
such prospects as are good for their 
obligations, and by giving personal at- 
tention to the collection of collateral 
notes when clients fail to pay the bank 
promptly, the agent can make each loan, 
obtained on the security of his insur- 
ance paper, strengthen his position with 
his banker. If he will religiously meet 
every obligation at the bank the very 
day it matures, and if he will make it 
a point to keep a fair balance to his 
credit in proportion to the amount of 
his loans, the industrious agent will be 
able to secure all the credit necessary 
to a healthy development of his business. 
How to Get the Proper Mental Attitude 

Those obstacles that arise from the 
mental attitude of the agent himself can 
best be overcome by selecting a high 
ideal of service and striving at all times 
to realize that ideal. If he will make 
it the chief aim of his business life to 
be recogr. ed as the life insurance man 
of his *ommuaity—the man pre-eminent 
in knowledge of the business and in the 
rendering of real service—the agent will 


Capable Agents, Desirable Company 


The two most important factors in life underwriting are capability in the Agent 


and quality in the Company. 


If the Company provides 


an unexcelled, attractive 


policy for a low net cost, and has a reputation for prompt and efficient service, the 
result is contentment, loyalty, and success for the man in the Field, if he is capable. 
This Company’s record is evidence of the character of its representatives and of the 


quality of the institution. 


Occasionally we have a General Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 





take the best step possible towards the 
elimination of obstacles of every kind. 

With such a purpose ever before him, 
ue will plan far ahead, and will strive 
to make every act contribute its mite 
towards accomplishing the one great 
aim. With every step that he makes 
advancing him steadily toward this 
most desirable goal—do you think he 
will spend much time worrying over 
obstacles? 

Having resolved to be recognized as 
the authority in his community on life 
insurance matters, he makes his plans 
to study the subject, until he is fully 
equipped to solve readily the problems 
that are so perplexing to the layman. 
He determines to be honest and con- 
scientious in all his dealings, and to let 
his advice to clients be always what 
is best for their interests. He resolves 
that every business transaction, with no 
exceptions, shall strengthen his position 
in the confidence of his fellow citizens. 

Since he cannot become the most re- 
spected and most influential underwriter 
in his community without a large an] 
friendly clientele, and without an in- 
come sufficient to leave his mind free 
from the countless annoyances that 
arise from a depleted bank account, he 
makes up his mind, early in the game, 
that he will write business enough, not 
only to supply him with adequate funds, 
but also to give him a large and ever 
increasing number of friends and 
clients. 


Planning for Big Things 


As a means to this end, he determines 
what he must earn each year in order 
to live comfortably, and put by a fair 
amount for future needs. He then finds 
out how much business he will have to 
pay for, in order to get the required in- 
come. From this he fixes his monthly 
quota of paid-for business, and then, 
estimating declinations and “not-taken” 
business, he figures how much insurance 
he must write each week, in order to 
get his quota for the month. He then 
studies his records of interviews, calls, 
and the number and size of applications 
written, that he may ascertain how 
many calls on the average he must 
make every day, to produce the neces- 
sary weekly volume of business. 


Nor will his planning stop here. Be- 
fore starting out each day, he will de- 
cide, as fully as possible with the data 
before him, just what course each inter- 
view shall take. He will schedule each 
day’s work so as to save time and ef- 
fort, by arranging his calls with as little 
distance as possible to travel between 
them, so that each may be made at the 
time most likely to result in a favorable 
interview. 


A Way Over Every Barrier 

With such an ideal constantly before 
him, and with every act planned toward 
accomplishing this one great purpose— 
he is sure to find some way over, under, 
around, or through most of the obstacles 
that arise in his path. And often, the 
very obstacle that seemed so formidable 
will be brushed aside by the sheer, un- 
caunted power of his spirit! 


With such an ideal, fear will vanish. 


Knowing that he represents “the first 
business in the world,” and feeling that 
he has the purpose and the ability to 
render immeasurable service to the ap. 
plicant and his loved ones—can he fear 
to approach the biggest, the most pros- 
perous man? 

In like manner will doubts as to his 
success in the business disappear. With 
a definite plan worked out to bring him 
to the goal of his ambition, and with 
each day’s work taking him slowly, yet 
steadily and surely, toward the accom. 
plishment of his one great purpose—is 
the agent likely to be perplexed with 
doubts as to his success? Wlil he not 
rather be so filled with enthusiasm over 
the great cause he represents, and with 
interest in watching the development 
of his well laid plans, that his busy mind 
will have literally no room for discour- 
agement or doubt or fear? 


The Power of an Ideal 

So, too, will impatience and careless- 
ness disappear. With his mind ever set 
on the attainment of his high ideal, and 
with every faculty employed in plan. 
ning ways to reach this goal, such things 
‘'s grumbling, careless dressing, inac- 
curate speech, and thoughtless wasting 
of funds will be banished from his life. 

But why all these changes? Because 
the man who has one great ambition 
and endeavors unfalteringly to attain 
it, will analyze his every act—yes, his 
every desire—and if one be found in- 
consistent with the attainment of his 
supreme ideal, that act will no longer 
be performed, that desire will be no 
longer entertained. 

Fellow agents, we are in a business 
that requires the overcoming of many 
obstacles before success can be attained. 
But we know that these obstacles are 
not impassable. Each of us encounters 
some of them every day. Some we meet 
successfully, others best us from time to 
time. We all fall far short of what we 
should be and do. 

But let us fill our minds with a high 
purpose, and work steadily for the at- 
tainment of that purpose. If we do this 
with constancy and industry to the end 
of life, no obstacles, however formidable 
they may be in nature or appearance, 
can prevent our attaining genuine suc- 
cess in our high calling. 


W. F. STILZ WITH UNION CENTRAL 

William F. Stilz, of Portland, has re- 
signed as general agent of the New 
World Life for Western Oregon, to be- 
come Oregon State manager of the 
Union Central Life. He succeeds 
Frank P. Tebbetts who resigned to join 
the colors. Prior to the absorption of 
the Columbia Life & Trust by the New 
World Life, Mr. Stilz was general agent 
for that company for four years, pre- 
vious to which time he was general 
agent for eleven years of the Penn Mu- 
tual Life at Philadelphia and Washing- 
ton, D. C. 


JOINS LIFE PRESIDENTS 
The Life Insurance Company of Vir- 
ginia is now a member of the Associa- 
tion of Life Insurance Presidents. 
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Personnel of New 
Maryland Assurance 


STRONG LIST OF EXECUTIVES 


will Issue Broad ‘Range of Policies 
on Non-Participating 
Basis 


Baltimore, Jan. 8.—The Maryland As- 
surance Corporation has completed its 
home office organization and will issue 
in addition to forms of accident and 





JOHN T. STONE 





THOMPSON 


RICHARD JH. 


health a broad range of life, limited 
payment life, endowment and term 
forms of insurance on the non-partici- 
pating basis, in addition to the forms of 
accident, health and disability insurance 
originated and widely sold by the Mary- 
land Casualty Company. 


The Officers 

The officers of the Maryland Assur- 
ance Corporation follow: 

President, John T. Stone; vice-presi- 
dent, F. Highlands Burns; secretary- 
treasurer and actuary, A. G. Portch; 
vice-president and agency director of the 
accident and health insurance depart- 
ment, Richard H. Thompson; agency di- 
rector of the life insurance department, 
Thomas M. Searles; medical director, 
Dr. John W. Abbott; manager of claims, 
F. L. Templeman. 

President Stone of the Assurance 
Corporation, one of the foremost insur- 


ance executives in America, needs no 
introduction. Twenty years ago he 
launched the Maryland Casualty Com- 
rany and has developed it into an un- 
usually large organization with more 
than thirteen hundred salaried em- 
ployes, six thousand agents and assets 
of over thirteen million dollars. 


Vice-President Burns, who is also first 
vice-president of the Maryland Casualty 
Company, has specialized for eighteen 
years as an underwriter of liability in- 
surance, and has a national reputation 
as one of the pioneers in the workmen’s 
compensation field; he brings to the As- 
surance Corporation a mind trained in 





F. H. BURNS 














T. M. SEARLES 


handling the most difficult insurance 


problems. 
Actuary Portch’s Career 

Actuary Portch, who is also secretary- 
treasurer, has had an actuarial experi- 
ence of fifteen years, first in the actu- 
arial department of the Canada Life As- 
surance Company of Toronto, then as 
actuary of the Franklin Life Insurance 
Company of Springfield, Illinois. He is 
president of the American Institute of 
Actuaries, a fellow of the Actuarial So- 
ciety of America, and associate of the 
Institute of Actuaries of England. 


R. H. Thompson’s Experience 


Vice-President Richard H. Thompson 
of the accident and health insurance de- 
partment began his insurance career 
twenty years ago with the United States 
Fidelity and Guaranty Company, was 
next made manager of the burglary in- 
surance department of the Maryland 
Casualty Company, continued in that 





position for ten years with the remark- 
able average loss ratio of twenty-nine 
per cent. on a steadily increasing bust- 
ness, then served for a time as vice- 
president of the Maryland Trust Com- 


A. G. PORTCH 





Fr. L. TEMPLEMAN 





W. ABBOTT 


DR. JOHN 


pany, returned to the Maryland Casualty 
Company as fourth vice-president as- 
signed to the accident and health insur- 
ance department, and increased the ac- 
cident and health premium income of 


(Continued on page 9) 








HOME LIFE 


INSURANCE CO. 


(Now Purely Mutual) 


256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 





The fifty-seventh annual 
report shows insurance in 


force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $38,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agts. 


256 Broadway, New York, N. Y. 

















ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write 
applications but deliver policies, 
and are energetic in their methods. 
Good positions are ready for such 
men. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and «General Efficiency 








— 











That most wonderful suc 


Sources cess quality for a life in- 
of surance salesman to pos 
Prospects sess, the ability to intelli 


gently self-direct one’s 
energy, was forcibly brought out in a 
letter received by the Equitable, of 
Iowa, from General Agent Tessman. 

Some days ago a chart, “Sources 
cf Prospects,” was mailed out to each 
general agent of the Company and in 
the circular letter accompanying it, a 


suggestion was made that the chart 
be framed and hung in the agency 
room. 

“An official of the Company took 


one of these charts over to a picture 
framer for framing and found he could 


get it framed very neatly for seventy- 
five cents,” says “KEquiowa.” ‘“Inas- 
much as he was interested in having 


one of these charts framed and hung 
in each agency, he sent out a circular 
letter to the effect that he would per- 
sonally see to it that a chart similarly 
framed would be sent prepaid to any 
general agent of the company upon a 
remittance of a like sum of only sev- 
enty-five cents. This he thought would 
make it easy for every general agent 
to get one framed. He went on the 
principle that if you make it easy for 
men to comply a good many will re 
spond, where the same men would not 
go to the trouble to look up a picture 
framer themselves and get the job 
done. It would require too much ef- 
fort in addition to the expense. He 
sides, some agents are located where 
this work cannot be done handily. 

“The first response was a_ remit- 
tance, but the second reply received 
was the one that so forcibly illustrates 
the qualities of initiative and resource- 
fulness as well. 

“It is this case which we want to 
recount to you. There is a suggestion 
in it which you could well take to 
yourself and perhaps its repetition 
here may be the means of 
some of you to turn some 
dent to your own advantage. 

“TI can do no better than to quote 
the reply itself. It shows very clear- 
ly how this successful writer’s mind 
works and the incident is particularly 
interesting, because he made _ this 
‘Sources of Prospects’ chart itself a 
source of prospect then and there. 

“Circular letter November 30 very 
good and I receive it in the same good 
will and spirit as you wrote it, but 
I believe in spending my money where 
I make it. Just such a little thing as 
this gets business. My frame cost mé 
$1.25 and while I order it I get the 
attention of the boss and the atten- 
tion of the framer and get talking to 
them about the company. My frame 
will be ready Monday and when I get 
i: I will get an application for $2,000 
20 Pay. That beats a saving of fifty 
cents all hollow. Look for $50,000 
from me for December and if I do not 
get it, mark me up as a No Good Pro- 
ducer.’”’ = 


like inci 


« * - 
Most of the companies 
Federal are using the _ inherit- 
Inheritance anc tax argument to 
Tax good effect. Here’s what 
the New York Life says 

or the subject: 

One of the most formidable argu- 


ments for life insurance, not confined 
to men of large estates, is the Federal 
Inheritance Tax. Thousands of busi- 


ness men who have created a moderate 
competence are using this means to 
leave an estate unimpaired to the fam- 


causing ~ 





ily. The taxation of inheritances has 
passed all reasonable limits. A man 
of property must pay heavy taxes not 
only to the State in which he lives, and 
sume State laws are drastic, but to 
other States if he owns stocks of cor- 
porations chartered under them, and in 
addition, heavy taxes. 

The sum of these inheritance taxes 
is large, but they must be met and met 
in cash. Comparatively few men of 
means keep on hand a supply of money. 
So closely is their cash invested that 
probating usually shows that the great 
bulk of their estates consists of seq 
curities, real estate, and personal prop: 
erty, none of it readily convertible intd 
cash save at a sacrifice that would b2 
great at this paticular time. No mat: 
ter how a man is fixed financially, ths 
only method of meeting and paying the 
debts that accrue at death without sac- 
rificing a part of the estate is by life 
insurance. In that alone is safety. 

a * * 


A letter to a prospect 

Ideal by Louis N. Denniston, 

Coverage of agency instructor of the 
Life Insurance Travelers: 

To the man who real- 
izes the responsibility which he bears 
to his, family, there are four points in 
his estate or in his plans therefor 
which he would like to arrange to have 
cared for beyond any question of doubt: 

1. That every debt which he owes, 
both of a personal and family nature, 
would be paid. (This would include 
expenses of his last i!lIness and burial.) 

2. That the home which he now oc- 
cupies, or one just as good, be assured 
to Mrs. Blank; that is, if he owns his 
home under the usual mortgage ap- 
proximating fifty per cent. of its value, 
this mortgage either be wiped out en- 
tirely or reduced materially; or, if he 
does not own his home, that a sum of 
money be left to purchase a modest 
home—for he knows that one of the 
reasons families are separated is the 
fact that it is impossible to maintain 
a home or get together enough money 
month by month to pay the rent, if 
the home is not owned. 

8. An emergency fund—by which I 
mean that a reasonable sum be deposi- 
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Metropolitan Life Insurance Company 
Home Office Building 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


~~ Of the People 
The Compan By the People 
For the People 


The Daily Average of the Company's 
Business during 1916 was: 


701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 


$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








credit of Mrs. Blank, in a 
to be used at her dis- 


ted to the 
savings bank, 
cretion; 
the moral obligation that it should be 
used solely for emergency, such as 
sudden illness, or repairs upon the 
heme, and the like. 

These three points take care of what 
might be termed the absolute neces- 
sities of an estate in so far as the im- 
mediate necessities are concerned, but 
not necessarily the most important 
item; for he should leave a sum of 
money in the form of a monthly in- 
come, which will be paid to Mrs. Blank 
so long as she lives—twenty years 
guaranteed. 

From the very frank statement which 
you made me, I judge that a man in 
your circumstances should arrange his 
insurance coverage along the above 
lines and in the following amounts: 

1. Debts (approximately) .$1,500 
2. Home (purchase or re- 
duction of mtg.)..... 3,000 
3. Emergency fund...... 2,000 
4. Income 100 per mo. 
(Continuous for the life of Mrs. 
Blank, twenty years guaranteed; 








Seventy- Five 


written by an Ameri 


December, 1917, the ¢ 
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On the first of February, 1843, The Mutual Life of New 

York issued the first mathematical reserve policy ever 
‘an company. 
Having completed its 75th fiscal year on the 31st of 
‘ompany enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, 


Years Ago 


| 
NEW YORK CITY 


but he could place upon her 

















by which I mean that should Mrs. 
Blank die before receiving instal- 
ments for twenty ‘years, the re- 
maining instalments will be paid 
to her heirs or as you may direct, 
or commuted in one cash payment.) 
This would cost you, for the in- 
surance to cover the first three 


ME: aikice dian autedme cade aes $162.92 
For the continuous instalment, 

monthly income, your age 40 

and Mrs. Blank’s age 36...... 476.30 


0 ee ee eee 


In connection with the above propo- 
sition, permit me to suggest for your 
consideration—if not at this time, at 
scme later date—an income _ proposi- 
tion which would supplement the above 
and arrange to make it possible for 
Mrs. Blank to draw $200 a month for 
the first ten years following your death, 
and $150 for the second ten years; and, 
if she is surviving, $100 a month for 
the remainder of her life. 

Such a part of your estate as you 
create in the form of life insurance is 
free from taxation and the plan of 
distribution of same could not be 
changed by Mrs. Blank unless you gave 
her the option; of course, in the event 
‘of your doing so, there is a poasibility 
of the intent of your plan being de- 
feated. 

I am sure ‘you will appreciate, Mr. 
Blank, that the above proposition is 
very properly termed an ideal cover- 
age, for it takes care of every phase 
of your estate, and on completion of 
such an arrangement you would have 
the great satisfaction of knowing that 
you had done all that is possible to 
provide for the good wife. 

It is not the $5,000 or $10,000 policy 
you are going to take but the $1,000 or 
$2,000 policy you actually have when 
you die that count. 


PHOENIX MUTUAL CHANGE 

T. L. Landress of Brown & Landress, 
Chattanooga, Tenn., district managers of 
the Penn Mutual Life. has been appoint- 
ed manager of the western Tennessee 
agency of the Phoenix Mutual at Chat- 
tanooga, succeeding Chester D. Freeze, 
who has gone to Chicago to become as- 
sociated with Jules Giaradin, the man- 
ager of the Company there. Mr. Freeze 
has already taken his position in Chi- 
cago. He was formerly at the home 
office of the Company, was located later 
with the Phoenix Mutual office at Da- 
venport, and later Des Moines. He has 
done excellent work in the field and in 

a supervisory capacity. 
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New England Names 
New General Agents 


F. B. PARKER AT TOPEKA, KAN. 








H. J. McGee at Anderson, S. C.; K. W. 
Yancey at Richmond; H. A. 


Dunbar, Pittsfield 
The New England Mutual Life has 
made a number of important general 


agency appointments. 

Frank B. Parker has been appointed 
general agent for the State of Kansas, 
with headquarters at Topeka. The ap- 
pointment will be effective January 15. 
Mr. Parker was general agent for 
eleven years in the same territory for 
the Connecticut Mutual. He succeeds 
Charles S. Locknane, resigned. 

Change Headquarters 

Horace J. McGee on February 1 will 
become general agent for the State ot 
South Carolina, with headquarters at 
Anderson, S. C. Mr. McGee was form- 
erly a banker and for the past five 
years general agent of the Southeastern 
Life He succeeds Theodore W. 
Bethea, resigned, of Charleston. In 
connection with this appointment Wil- 
liam B. Mitchell was appointed district 
manager of the New England Mutual 
alt Charleston, the former State head- 
quarters, and will report through Mr. 
McGee. 

Kemper W. Yancey has been appoint- 
ed general agent, effective February 1. 
for Eastern Virginia, with headquarters 
at Richmond. Mr. Yancey is a gradu- 
ate of the University of Virginia; is 
prominent in athletics in that State, 
and for the past two years has been 
au agent of the New York Life. 

Succeeds Lieut. Peterson 

This Company has appointed as dis- 
trict manager at _ Pittsfield, Mass., 
Harry A. Dunbar for the Berkshire 
County territory. He succeeds Lieut. 
F. A. Peterson, who has been called 
to the colors. Mr. Dunbar is a banker. 


NEW LINE OF POLICIES 





To Be Issued by Western Mutual Life 
—R. M. Messick Now 
General Manager 





The Western Mutual Life Insurance 
Company of Aberdeen, 'S. D., was or- 
ganized in 1905, and has practically 
lain dormant all this time, simply writ- 
ing such business as came to it vol- 
untarily through its officers and direc 
iors. All is changed now and about 
future plans R. M. Messick, second vice- 
president and general manager. said to 
The Eastern Underwriter: ' 

“It is the intention of the company at 
this time to launch an aggressive man 
agement in the future. We are revamp 
ing the entire proposition. Our new 
line of policies, which are up-to-date in 
every way, will be ready for the mar- 
ket some time in February, and win 
embody a total and permanent disabil 
lly and double indemnity clause, all of 
which we expect to re-insure. Rates 
and values are being furnished by out 
vctuary, Dr. J. M. Emery, of Des 
Moines, Iowa. The company is con- 
ducted upon a purely mutual plan, and 
bas heretcfore been on a 3 per cent. 
basis, but we have now adopted a 3% 
per cent. standard. 

“The writer had about fourteen years 
active experience in life insurance 
work, and resigned as Deputy Commis- 
sioner of Insurance for the State of 
Montana, to-accept the general man- 
agership of this company, believing 
that the company offers an unusual and 
hermanent opportunity.” 


EQUITABLE BUILDING EMPLOYES 

Porter Clyde Shannon, of the ©. J. 
Edwards Agency of the Equitable, New 
York City, recently closed a group con- 
tract on the employes of the Equita- 
ble Building Corporation, and one or 
the employes of the Okonite Company. 


Women in the 


Business World 


AS SEEN BY HOME LIFE MAN 


Writes His Impressions of Situation 
Under Caption, “Make Way for 
the Ladies” 





Under the caption “Make Way For 
the Ladies” a writer in the publication 
of the Home Life Insurance Company 
of New York, signing himself F. P. C., 





writes the following interesting com- 
ments: 
She was young, well groomed, and 


attractive; she had a low, sweet voice 
in which the lilt of exaltation lurked 
and she came in a quiet, businesslike 
manner, to ask the actuary of the 
Home Life to explain to her some of 
the technicalities of the War Risk In- 
surance bill. He said she glimpsed the 
possibilities and impossibilities. of that 
remarkable measure with a keenness of 
insight which was notably absent from 
some men who had questioned him on 
the same subject. 

An agent—if you please. A _ repre- 
sentative of one of the best “old line” 
companies; trained by a prominent gen- 
eral agent who believes in the ability of 
women, and boasts that of the many 
women he has trained as insurance 
agents not one has failed to make good 

aye, exceedingly good—in her voca- 
tion. This man has personally in- 
structed, trained, and encouraged in 
Life Insurance a large force of women 
agents. They are a recognized factor 
in the field, an unqualified asset to his 
office, and the business they write is 
well placed and stays on the books. 
This Women’s Agency Department is 
no camouflage. At agency meetings the 
women are not only “among those pres- 
ent”; they are interesting speakers, and 
their keen intuitive sense is a distinct 
acquisition in developing plans for the 
betterment of the field service. One 
section of the company’s monthly agency 


magazine, edited by a woman is de- 
voted to the activities of the women 
agents. 


An Agency Asset 

Yet this is an agency asset, a dis- 
tinctive feature of the Field Force, 
which has been taken advantage of by 
only very few of our General Agents. 

Picture to yourself the Woman Agent, 
a frivol of chiffon and lace, among the 
chastely severe evening coats at our 
Annual Banquet! 


But it will come fellow agents! See, 
the Moving Finger writes: 

“Make way for the Ladies!” 

Our clerical departments are daily 


showing added depletion in their ranks 
owing to more frequent vacancies caused 
by enlistment and draft calls. These 
vacancies are being filled by women. 
Captain H. O. Pattison stopped in the 
Home Office recently in uniform—just 
marking time till he’s called to do his 
bit. Other general agents and many of 
their sub-agents are becoming more and 
more engrossed in National work. The 
number of young men desirable and 
eligible for training as agents is de- 
creasing. Who will take their places? 
Why not make way for the Ladies? 
There are highly intelligent young 
women whose present scope is limited 
t» clerical work—who sigh “there 
is no chance for advancement” or 
lose ambition when they think they 
have “reached the limit’; there are 
college women seeking a_ vocation; 
young married women anxious to in- 


crease an income depleted through 
the enlistment of the chief support 
all of these are eligible prospects 


for the Field Force. Find them; edu- 
cate them; inspire them with the hu- 
manity of your calling! Opportunity 
is opened in all vocations to women 
by phenomenal conditions; necessity de- 
mands that woman prove themselves 





THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 











ORGANIZED 1871 
Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST, LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1916: 

oe vcccccccccoccccccccocecoes ceeseeee $14,464,552.23 

PPTTTITITTITTTT TTT TTT seseee  12,436,717.56 
2,027 834.67 


pian hasiibenisibleusedettandseldeaaans: a 


ASOBES cccvcvccccccececcecocececs orccccccccccccce 
Liabilities ....... eevcecovece eorcccccccccccccces 
Capital and Surplus.........++.++ 00 ‘evececcecs 
Insurance in Force ......++.++e++ ercccccccece 
Payments to Policyholders since Organization 
Is Paying its Policyholders over............ 


GOOD TERRITORY FOR LIVE AGENTS 


18,119,172.80 








“If You Were In 





Would you buy the policy you are offering your prospect? 
Provident agents are successful because they are abso- 
lutely convinced that the policies they offer are exactly 
the policies which under similar conditions they would 
prefer for themselves. 


Write for information. 


The Provident Life and Trust Company 


OF PHILADELPHIA. 


Founded 1865 


His Place’’— 








equal to the opportunity. Agents of 
the Home Life, shoulder your respon- 
sibilities; behold the possibilities, and 
Make way for the Ladies! 
Millions of Women Eligible for Life 
. Insurance 
women are eligible for 
life insurance—teachers, clerks, nurses, 
social workers, even lawyers and far 
mers. Many can take the Government 
insurance under the War Risk Insur- 
ance Bill. Here is a wide field for the 
woman agent among her own sex—but 
it does not limit the boundaries of it. 
She has already proven her ability to 
teach men the benefit of life insurance. 
New York State has increased the re- 
sponsibilities of a large quota of its 
population this fall; it has given the 


Millions of 


vote to women. Classes have been 
formed to teach the women of this 
State the duties as well as advan 


tages of this franchise. 


Maryland Assurance 
(Continued from page 7) 
that company to more than one and a 
quarter million dollars; this entire busi- 
ness has been transferred to the Mary 
land Assurance Corporation. 
Thomas M. Searles is Agency Director 

Agency Director Thomas M. Searles 
of the life insurance department was 
for years supervisor of agents for the 
general agency of L. D. Drewry, cover 
ing Ohio, Tennessee, Alabama and Mis- 
sissippi for the Mutual Benefit Life In- 
surance Company. 

Medical Director Dr. John W. Abbott 
is a graduate of Harvard Medical School. 
His first connection with insurance was 
a: medical examiner in New York for 
the Travelers Insurance Company. He 
was subsequently appointed acting med- 
ical director of the Germania Life In- 
surance Company. He is a member of 
the New York County and State Med- 
ical Societies and a fellow of the 
American Medical Assocfation. 

Manager of Claims F. L. Templeman 





GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








has had eighteen years’ experience with 
the Maryland Casualty Company as 
claim examiner, underwriter, and claim 
manager for the accident and health in- 
surance department. 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President; W. L. Had- 
ley, Secretary; R. W. Swayne, Assistant 





Secretary. The address of the officers 
is the office of this newspaper. Tele- 
phone 2497 John. 
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copies, 25 cents. 


Entered as second-class matter Janu- 
ary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 


THE NEW YORK ADVANCE. 

For the first time in some years an 
advance of rates in fire insurance is ac- 
companied by intelligent publicity. At 
the same time the New York Fire In- 
surance Exchange made its 10 per cent. 
this week a full statement 
to the daily papers in ex- 
planation. As a result the situation 
was correctly placed before the New 
York public by all the dailies. 


increase 


was given 


LIFE MEN AND THE RBD CROSS 

Life insurance men are the greatest 
makers of sentiment, says Robert Davis 
of the Red Cross Commission. It is 
natural that as a body the life insur- 
ance men of the country should be 
‘looked to for substantial aid in carry- 
ing forward the work of the Red Cross. 
They have the means of approach and 
know how to reach the heart. 

Of course, in soliciting aid for the 
Red Cross, one finds that certain propa- 
ganda launched against that institution 
has had some adverse effect. Many per- 
sons suspect that all the money is not 
wisely or properly used. Mr. Davis in his 
the Northwestern Mutual 
Life men in New York last week, made 
particular reference to this, and told 
his audience that there is absolutely 
no foundation for the claims of the 
propagandists. He said that the Red 
has no overhead expense, and 
that it gets its rent free. 
of this,-each dollar 
given to the Red Cross amounts to one 
dollar and two cents by the time it 
is actually expended abroad. The 
money contributed goes into the banks 
immediately upon being received and 
begins accumulating interest at once. 


address to 


Cross 


In consequence 








THE SMOOT BILL 


The Smoot bill to recast the income 
and war profits tax feature of the War 


Revenue act is now being closely 
siudied by the life insurance compa- 
nies. There is no doubt that the bill 


Clarifies the situation. 
poration 


The tax on cor- 
incomes is made 8 per cent., 
bowever. The bill as it affects life in- 
surance will be discussed further in 
The Eastern Underwriter next week. 








WILL NOT VISIT CAMPS 


A number of prominent life 
insurance men have been in 
Washington since Friday of last 


week in conference with As- 
sistant Secretary Love, of the 
Treasury Department; Commis- 
sioner Nesbit and other officials. 
While it was practically decided 
a fortnight ago that life insur- 
ance men should spend a week 
in the cantonments the latter 
part of January prosecuting the 
campaign among the soldiers 
for Government life insurance, 
it has now been decided that 
life men shall not visit the 
camps unless they are now in 
the Government service, as are 
Millard W. Mack and a number 
of others. In other words, the 
Government representatives will 
continue to prosecute the cam- 
paign, which is growing more 
successful, as some of the 
camps have grown to be 100 
per cent. camps now so far as 
life insurance is concerned. 




















ROYAL ARCANUM TROUBLES 
Jan. 9.—Charges that the 
Royal Arcanum, a fraternal insurance 
order, was running behind at the rate 
cf $1,000 a day, counter claims that 
the order was solvent and a suggestion 
that a Federal inquiry into its affairs 
might be proper at this time marked 
a hearing in the Federal District Court 
today. The proceedings were on a mo- 
tion of counsel for the order for the 
dismissal of a bill asking for the ap- 
pointment of a receiver. 


Boston, 


LINCOLN WITH METROPOLITAN 
Leroy A, Lincoln, of Rumsey & Mor- 
gan, New York lawyers, and formerly 
ecunsel for the New York Insurance 
Department, has been made general 
attorney for the Metropolitan Life In- 
surance Company, continuing as a 
member of the firm. 





Philip L. Spooner, a Madison, Wis., 
capitalist and first insurance commis- 
sioner of Wisconsin, died on January 2 
afier a long illness due to creeping 
paralysis, aged 71 years. He was a 
brother of former United States Sen- 
ator John ©. Spooner, now of New 
York City. He was graduated from 
the University of Wisconsin in tne 
sixties, and in 1867 engaged in the 
business of fire and life insurance in 
Madison. He continued in this line 
until 1878, when the Legislature creat- 
e¢ the office of insurance commission- 
ei and Mr. Spooner was appointed to 
the position. By appointment and elec- 
tion he held it from April 1, 1878, to 
January 38, 1887. He was mayor of 
Madison in 1880-1881. 


Colonel George M. Paine, formerly 
president of the Wisconsin National 
Life Insurance Company of Oshkosh, 
Wis., died at his home in that city on 
December 29. He held the presidency 
ef that Company until a few years ago 
when he withdrew because of failing 
sight. He was founder and president 
of the Paine Lumber Company, re- 
puted to be the largest sash and door 
manufacturing company in the world, 
and in this respect and in other ways 
was one of the leading citizens of his 
heme city and one of its greatest bene- 
factors. 








MORRIS MEMBER OF BOARD 

At a meeting of the directors of the 
Insurance Company of North Amer- 
ica, Effingham B. Morris was elected 
a member ef the board. 




















WOODS 


LAWRENCE C. 


Lawrence C. Woods, of Pittsburgh, 
assistant manager of the Edward A. 
Woods, Inc., general agency of the 
Kquitable Life Assurance Society, 
made an amazing record of personal 
production last year, his writings ‘be- 
ing nearly $12,000,000. 

Part of this insurance is group and 
a complete analysis of the insurance 
written by Mr. Woods during the year 
is given below, but this analysis does 
not show, and of necessity could not 
show, that additional volume of life 
insurance which unquestionably has 
been written indirectly by Lawrence C. 
Woods as a result of the inspiration 
and education which he has imparted 
in. written and spoken word to the life 
insurance men of this country. 

The Eastern Underwriter has _pre- 
viously related the story of remarka- 
ble life insurance performances of re- 
markable men. All things considered, 
no performance yet recorded excels 
that of Lawrence C. Woods. The man 
is remarkable too, from the fact that 
here is a type of scholarly man of 
highest intellectual attainments, fore- 
ordained and schooled for just the big 
success as a life underwriter which he 
has achieved. 

Lawrence Woods is what might be 
called a hand-picked life insurance 
agent. His father, Dr. Woods, college 
president, was the first general agent 
of the Equitable in Pittsburgh. His 
father was succeeded as general agent 
by his eldest son, Edward A. Woods, 
famous brother of Lawrence Woods. 
Edward A. Woods was then a boy man- 


ager, but as he grew in power and 
performance as a general agent, he 
shaped the education and course of 


siudy of his younger brother Lawrence 
to give him something of the great 
analytical ability which he possesses 
and laid the groundwork for that wide 
and sympathetic knowledge which 
Lawrence C. Woods has of general 
topics of interest to all who serve, and 
who try to serve, their fellowman. 
Lawrence Woods entered the life tn- 
surance business as an agent on his 
graduation from Princeton twenty-five 
years ago, and, incidentally, it might 
be worth knowing that he was chair- 
man of his Princeton class in the mat- 
ter of the Twenty-fifth Anniversary 
1ift made to his Alma Mater. As life 
insurance agent, as assistant manager 
ef the leading life insurance agency 
in the world, as alumnus, as clubman, 
ag civic leader, as staunch friend, Law- 
rence Woods’ virtues all go to the n’th 


THE HUMAN SIDE OF INSURANCE 





a 








degree. He does whatever is set be- 
fore him with a combination of good 
fellowship and intellectual efficiency 
that compels at once love and admira- 
ticn. 





Schedule | 

Lives Amount Deposils 
Regular 175/6 $ 778,566 *$ 91,079.10 
Group 5934 6,920,464 74,272.60 

Total 5961 $7,699,020 $165,351.70 
Schedule I! 

Lives Amount Deposits 
liegular 25 $ 1,122,900 *$158,659.96 
Group 9170 10,354,102 105,372.39 

Total 9195 $11,477,002 $264,032.35 
*Including Single Premium. 
Schedule No. I shows the business 
credited entirely to Mr. Woods on 


which he received the full first year’s 
commission. 


Schedule No. II indicates the total 
business in which Mr. Woods had an 
active personal share. In each case 


in this schedule Mr. Woods received 
credit for commissions and _ business 
from the Equitable Life, although por- 
tions of the individual cases went to 
the individual credit of other agents 
of the Society of the Woods Agency 
Company. In other words, Mr. Woods 
had a personal part in the insuring of 
nearly 9,200 lives for about $11,500,000 
of business with first year’s actual 
paid premiums of over $264,000. 

These totals would run up to ap- 
proximately $1,500,000 of ordinary busi- 
ness and nearly twelve millions in the 
aggregate, including group, if Mr. 
Woods included in his additional $275,- 
000 of corporation insurance which he 
placed in behalf of other companies 
on a large line in which the Equitable 
had its full limit. 

That this is a day 
actual and relative, is illustrated by 
comparison with the business of the 
Woods Agency at a time Lawrence 
Woods entered the agency. At _ that 
time the Woods Agency was already 
a big agency and one of the leading 
iife insurance agencies of the world, 
but the total business done by the 
agency then or for any of the first 
five years Lawrence Woods was with 
the agency did not equal the amount 
of business for which Mr. Woods was 
personally responsible during 1917. 

* + * 


of big things, 


Winslow Russell, agency manager of 
the Phoenix Mutual Life, has been 
given a year’s leave of absence, and is 
with the War Department, Washington, 
assisting Dr. Walter Dill Scott, whose 
tests for army officers are being used 
in all the cantonments. 

- ae ” 


Dwight W. Sleeper, Boston fire agent, 
eentributed a column article to a Bos- 
ton paper last week reviewing auto- 
mobile insurance for the past year. 

” a * 


Mason B. Barret, manager of tir 
American Surety Company’s branch of- 
fice at Louisville, Ky., for more than 
nine years, died on Wednesday morn- 
ing, January 2nd, after a prolonged ill- 
uess. Mr. Barret was one of the com- 
pany’s most active managers. His nu- 
merous acquaintances among the insur- 
ance and bonding fraternities wis 
greatly regret hig loss both as a friend 
end an associate. 





A CORRECTION 
The marine insurance figures given 
in The Eastern Underwriter last week 
were for 1916 instead of 1917. 





ST. PAUL MAN IN PORTO RICO 
W. J. Sonnen, of the St. Paul Fire & 
Marine, is in Porto Rico. 
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ENTERING FOR RE-INSURANCE 





— 
New York Harbor 


Conflagration Hazard Christiania General With J. M. Wenn- 


strom of Svea, United States 
Manager 


Six hundred thousand dollars has 
flammable Materials on all been brought to this country by the 
Shore Fronts Christiania General of Norway prepar- 
i ap airns atory to its entry to the United States 
Storage conditions on New York's for re-insurance business. J. M. Wenn- 
shore fronts constitute a hazard Of trom, United States manager for the 
conflagration which has Acasa before Svea, will also manage the Christiania 
been equalled in the history of the General and he will obtain additional 
city. Such is the statement of the New space at 100 William Street to accom- 
York “World” in describing transporta- ah er new entrant. 
a vey aay , . The ristiania General is an old 
ien € ions in its issue of last Sat- + 4 4 
tien condit . company, organized in 1846. Its finan- 
urday. cial statement at the close of 1916, 
The “World” said: computed in kroner, follows: Total 
“Imminent danger of a conflagration assets, 7,911,159; subscribed capital, 
at congested points along the harbor 4,000,000; cash capital, 2,000,000; mer 
front worried steamship men yesterday surplus, excluding capital, 2,194,225, 
nore than the continuation of the The kroner is equivalent to twenty- 
freeze-in. Not only has the Fire De- seven cents American. 
partment in mind the possibility of a 
disaster in the crowding of vessels and 
freight in the ice-packed waters and 
frozen slips, but the Navy Department Marine Broker and ‘Attorney w. oO. 
bas made ready to aid with men and Badger, Jr., Among Hudson In- 
boats should a blaze start at one of surance Co.’ s Incorporators 
the danger points, the chief of which - — 
ere in South Brooklyn.” Finn Gandberg, of Finn Sandberg, 
The “World” also published a state- Raynes & Lee, marine insurance bro 
ment from Captain De Boer, of the kers at 32 Beaver Street, is one of the 


ute stez shi Sasse > rhic : > 
Dutch steamship | Sassenheim, which incorporators of the Hudson Insurance 
was in part as follows: 


“My vessel is loaded with oil cake COmpany, of New York, which will 
which I was to take to Holland to feed transact fire and marine business. He 
cattle, and it would burn like matches. was formerly with Wilcox, Peck & 
The stern of my ship is lying against Hughes. Among the other incorpora- 
the bulkhead of a yard in which are jorg are William Otis Badger, Jr., coun- 
stored 10.000 or more barrels of resin. gel for A. M. Best Co. and other in 
A lumber yard is close by and no end guyrance interests; Thomas A. Hine 
of inflammable stores piled all around and C. H. Hine, of Hine’s loss reports, 
us. Each lighter has a coal stove for and publishers of the “Insurance Mon 
those aboard, and the slightest care- jtor”’ and R. M. Chandor, editor of the 
lesseness would start a fire that no hu- “Monitor.” 





BAD TRANSIT TIE-UP IS CAUSE 


Ship Captain Tells of Storage of In- 





SANDBERG IN NEW COMPANY 


ran hands could cope with until it Mr. Badger said an announcement 
had wrought havoc.” regarding the organization plans of the 


Company would be made at a later 
NEWBURGH WATER ‘SUPPLY date. -He added that he did not care 
S. Carlisle Goodrich, of Newburgh. at this time to say who were the real 

N. Y., writes to The Bastern Under- interests back of the company, but said 

writer as follows: that Mr. Sandberg would be an active 
| write to advise you that “the water factor in it. 

conditions in Newburgh are now again 7 : 

normal and the lake level is now above DOW STORES ADJUSTMENTS 

the intake pipe, which supplies this All of the large assured in the Dow 

tity. Fifteen million gallons per day siores loss, Brooklyn, have accepted 
have been taken from the Catskill $1.39 as the price of No. 1 California 

Aqueduct of the New York City sup- barley, and $1.40 for superior to No. 1. 

ply and will continue to be taken un- A few of the minor interests are still 

til the lake level is considerably above unadjusted. 

the said intake pipe, making pumping ——_—___————_— 

unnecessary. The water is now run- Daniel Knecht, of Lower Nazareth, 

ring into the city by gravity and is Pa., has been elected president of the 
ample for all needs, fire and other- Northampton County Horse Insurance 
wise.” Company. 





Niagara Fire Insurance Company 


ESTABLISHED 1850 


OTHO E, LANE FIRE 
President TORNADO 
BERNARD M. CULVER AUTOMOBILE 
ies RENTS 
u -_ Behar en SPRINKLER LEAKAGE 
EXPLOSION 
CHAS. A. LUNG FULL WAR COVER 
WILBUR C. SMITH LEASEHOLD 


Secretaries 


Use and Occupancy, Profits, 


i Commissions — All Form 


‘Agents Everywhere 





123 Willian » NEW YORK 
































FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Statement January 1, 1917 


Cash Capital - - - - $1,000,000.00 
Assets - . . ° 2,748,832.19 
Liabilities (Except Capital) - . 1,039,977.81 
Surplus to Policyholders ° . 1,708,854.38 





AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY Co. 




















THE WILLIAM H. KENZEL COMPANY 


FIRE INSURANCE AGENT 


REPRESENTING AT NEW YORK OFFICE 
79-83 WILLIAM STREET 


HUMBOLDT FIRE EQUITABLE FIRE & MARINE IMPERIAL ASSURANCE 


of Pittsburgh, Pa. of Providence, R. I. of New York, N. Y. 


GRANITE STATE FIRE ALLEGHENY FIRE UNDERWRITERS COMMERCE INS. CO. 


of Portsmouth, N of Pittsburgh, Pa. Albany, N. Y. 


AACHEN & MUNICH FIRE FRANKLIN FIRE CALEDONIAN- AMERICAN 


Organized 1825 of Philadelphia, Pa. of New York, N. Y. 













REPRESENTING AT BROOKLYN BRANCH 
154 MONTAGUE STREET 


NORWICH UNION COMMERCE INS. CO. 


of Norwich, England of Albany, N. Y. 
MECHANICS INSURANCE CO. 


of Philadelphia, Pa. 


















LONDON ASSURANCE 
of London, England 


GRANITE STATE FIRE 
of Portsmouth, N. H. 


















CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Ing, 1870 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


















wasnt oute 341. Assets .....+.s0-. $357,318.58 
Reserve ...... oe » - 280,518.29 Reserve ......... 54,256.92 
Capital .ccccscvs 300,000.00 Capital ......... 200,000.00 






Surplus ......... 63,479.83 Surplus ......... 96,379.07 










OPERATING ON A CONSERVAT’VE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPEK:.<*'CED MANAGEMENT 
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Sprinkler Leakage 
Losses Pile Up 


SERIOUS CONFLAGRATION HAZARD 
Fifty Per Cent. of Sprinkler Equip- 
ment on Manhattan Island Out 
of Commission 
The principal topic of conversation 
on William Street this week is the 
avalanche of losses on sprinkler leak- 
age. Veteran adjusters say that they 
have never seen anything like it. One 
well-known adjuster told a representa 
tive of The Eastern Underwriter this 
week that he had 125 losses in five 
many of which were sprinkler 
Sprinkler leakage policies as 
10 per cent. of the value of 

Some policies as high as 
$75,000 are written, and, frequently, 
these risks are not re-insured. 

Systems Out of Commission 

Irn the meantime the condition of the 
sprinkler systems of the city could 
hardly be worse. It is officially stated 
that about 50 per cent. of the systems 
in Manhattan are out of commission, 
laying the city open to a conflagration 
hazard. At intervals the New York 
Fire Insurance Exchange has been is 
suing a list of risks in which water 
has been drained from automatic 
sprinkler systems on account of short- 
age of coal and inability to adequately 
heat premises. One of these lists 
issued at 4 o’clock on January 3—con- 
sists of three pages of street addresses 
of buildings. 

Instructions to Inspectors 

EK. P. Boone, superintendent of the 
Automatic Sprinkler Department of th» 
New York Fire Insurance Exchange, 
has issued the following memorandum 
for the guidance of inspectors: 

Where sprinkler equipment has been 
drained or is known to be frozen, the 
following precautions should be exer- 
cised in placing the equipment in com- 
mission in order to avoid water dam- 
age and prolonged interruption of pro- 
tection. 

In order to prevent unnecessary an- 
noyance and delay, it is suggested the 
making of repairs be left with the com- 
pany that installed the equipment: 

Have equipment examined by com- 
petent party, pipe system including 
filling and steam pipes for tanks tested 
for ice and leaks, and repairs effected 
where necessary. 

Open all drain valves and remove 
plugs at low points to insure the pipe 
system being properly drained. 

Close all controlling valves and fill 
tanks slowly one at a time. 

Turn water slowly into system one 
floor at a time, after having closed all 
drain valves and replaced plugs at low 
peints. 

The following day, if no leaks de- 
velop, place air on pressure tanks and 
notify central station company where 
such service obtains to restore alarm 
service. 

Note: The above precautions apply 
to both wet and dry pipe sprinkler 
systems. 

Where sprinklers are in a pendant 
position it may be necessary to remove 
each sprinkler so located in order to 
test for ice, and in doing this, extra 
care must be exercised not to injure 
the sprinklers. Those injured must be 
replaced with new sprinklers before 
placing equipment in commission. 

Note: Upon request to this office and 
if conditions warrant, such minor por- 
tions of equipment as stairway and 
elevator shafts, hallways, show win- 
dows, blind attics, pent houses and 
portions under sidewalks where heating 
system has been impaired or is inade- 
quate may remain shut off until March 
15, 1918. ° 


days, 
leakage. 

a rule are 
the stock. 








B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
105 William Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 





CAN’T ACT AS AGENTS 
Superintendent of Wisconsin to Refuse 
to License National Banks— 

His Reasons 


National banks operating in Wiscon- 


sin cannot act as the agents for fire 


insurance companies. The opinion to 
this effect has been rendered by Attor- 
ney-General Owen, to Insurance Com- 
missioner M. J. Cleary, Jan. 7. A Fed- 
eral law permits National banks in 
cities under 5,000 population to act as 
insurance agents. <A State law pro- 
hibits it. 

The attorney-general holds that un- 
der these circumstances and the other 
circumstances in the laws of Wiscon- 
sin regarding the delivery of insurance 
policies, the Wisconsin statute would 
be controlling. 


SETTLE VOUCK LOSS 


Companies to Pay Beam, Fletcher Cor- 
poration, North Philadelphia, 
$38,800 





Charles J. Kirby has settled the loss 


cf the Beam, Fletcher Corporation, 
North Philadelphia, for $38,800. This 
was the loss of ten White motor 


trucks. Cause of the loss was bactk- 
fire. A peculiar feature of the loss was 
that nothing burned but the _ trucks, 
there being no other loss. 


TAKE GERMAN COMPANY SPACE 

The Niagara Fire Insurance Co. has 
taken the major portion of the floor of 
123 William Street formerly occupied 
by the Hamburg-Bremen and the Sub- 
urban Fire Insurance Exchange will 
take over that formerly held by the 
Nord-Deutsche. 


ENTERS CUBA 

The Insurance Company of North 
America announced this week that it 
has been licensed in Cuba and that 
risks in that territory might be bound 
in New York City through the broker- 
age department under the management 
of Charles F. Enderly. 


GOOD MOVE BY HEARST 
One of the best things that William 
R. Hearst has done is to start an in- 
surance column in his Boston daily 
paper, and have it run _ intelligently 
and conscientiously. 


——7~— 


PHILADELPHIA DINNER 
Jones, Launt & Barrett, Inc., Phila- 
delphia, will give a dinner to their 
employes on January 24 at the Hotel 
Adelphia. 





H. L. MARSH WITH BERRY & CO. 
Herbert L. Marsh has become associ- 
ated with John J. Berry & Co. of New- 
ark, N. J. He was formerly with the 
National Surety and will handle the 
bonding business for Berry & Co. 





Fred V. Bruns, of Syracuse, N. Y., is 
sending out a complimentary inventory 
book to business concerns. 





SCHAEFER & SHEVLIN 


103-5 William Street GENERAL AGENTS New York, N. Y. 
FIRE and AUTOMOBILE INSURANCE 


Phone: John 2312 








Excellent Facilities for Handling Suburban Business 
THE YORKSHIRE "3! Wise Bens 
: OF YORK, ENGLAND 
ESTABLISHED 1824 
is the Oldest and Strongest of the English Fire Companies not 
heretofore a ee in the United States 
U. S. BRANCH 


The “Yorkshire” 


Frank & Du Bois, United States — me B. Boyd, Underwriting Manager 
Harry F. Wanvig, Branch Secretar rank B. Martin, Supt. of Agencies 
NO. 80 MALDEN LANE. NEW Y 

New York Life Insurance and Trust Co., U. $. Trustee, One 52 Wall St., New York 

DEPARTMENTS—METROPOLITAN, Willard S. Brown & Co., Managers, New York, 
N. Y.; CAROLINA-VIRGINIA, Harry R. Bush, Manager, Greensboro, N. C.; 
SOUTHEASTERN, Dargan & ‘Turner, Managers, Atlanta, Ga.; LOUISIANA and 
MISSISSIPPI, Jas. B. Ross, Manager, New Orleans, La.; PACIFIC COAST, 
Jas. C. Johnston, Manager, McClure Kelly and McKee Sherrard, Assistant Man- 
agers, San Francisco, Cal. 








JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 





40 CLINTON STREET | SERVICE 80 MAIDEN LANE 
NEWARE NEW YORK 
Phone Market 6536 FIRST Phone John 4560 











WILLIAM C. SCHEIDE & CO,, Inc. 


HARTFORD, CONN. 
Re-Insurance in All Branches 











WALTER F. ERRICKSON 
38-40 Clinton St., Newark, N. J. 95 William St., New York 
Representing 
THE GERMANIA FIRE INS. CO. 
For Automobiles 
Special facilities for out-of-town business. 








CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET NEW YORK CITY 


The North River Ins. Co., N. Y. 

Union Fire Ins. Co. Buffalo, N. Y. 

Seneca Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 

Potomac Ins. Co., Washington, D. C. 
National Lumber Ins. Co., Buffalo, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 
San Francisco, California 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 

















LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 





NEW YORK 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 


JERSEY CITY, N. J. 
1 Montgomery St. 
Tel. 216 Montgomery 
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A Broker’ s View of 


Use and Occupancy 


MAKES SUGGESTION ABOUT FORM 
Would Limit Time of Daily Indemnity 
to 150 Days—How Rate 
Would Figure 





One of the most progressive young 
svokers on the Street has furnished 
the Eastern Underwriter with the £ol- 
lowing comments about use and oc- 
cupancy, giving a new rate basis: 

Many timely conferences and dis- 
cussions are now being held with the 
object of revising use and occupancy 
forms, and for the purpose of chang- 
ing the existing methods of comput- 
ing rates. This class of insurance 
has grown to such proportions dur- 
ing the last few years, that it may 
well engage the attention and careful 
consideration of underwriters and 
prokers. It was to be hoped that the 
efforts of the underwriters would be 
directed toward making the shortest 
cut to the desired object, without mak- 
ing the subject so intricate that it 
would require a tremendous amouut 
of detailed work and study to under- 
stand the forms and rate schedules. 

From information that is available, 
it appears that the new forms will be 
quite closely patterned after those 
now generally used by most of the 
large offices throughout the country. 
While there may be serious criticism 
cf certain features of these forms, we 
are led to believe that the underwrit- 
ers will give careful consideration to 
the various points and decide upon a 
form with which all of us are more or 
iess familiar, and one which we can 
recommend to our clients. An alter- 
native form, however, should be allow- 
ed at a higher rate. 


Should Not Be Measured By Time 

The proposed method of rate mak- 
ing, however, does not instill in us 
the same degree of optimism. As we 
al! know, use and occupancy loss ad- 
justments are based upon “time,” 
either to replace or rebuild or Tre- 
sume operations. It has heretofore 
yeen the practice in making rates, to 
merely name a figure equal to, or a 
slight reduction from, the regularly 
promulgated fire insurance rate apply- 
ing to the contents of the plant in- 
sured. During the last few years, 
however, the underwriters have learn- 
el—and often to their sorrow—that 
the use and occupancy rates should not 
be measured in any such manner, and 
that every point in connection with 
each plant must be investigated. For 
iustance, it is quite evident that it 
would take a longer time to resume 
cperations in a plant that has only 
one power house or vital unit than one 
with several sources of power or op- 
erative units. If machinery can be 
replaced in this country, a risk would 
he more acceptable to an underwriter 
than if the replacement must be made 
from foreign points. 

The underwriter has found that he 
has been unable to measure his “time” 
at each plant and that in case after 
case the use and occupancy rate, 
“hich was based on the fire rate, 
should, in fact, have very little relation- 
ship to that rate. In order to meet tuis 
mconsistency, it is now proposed to 
Issue a special schedule for use and 
cecupancy, which, while still retain- 
ing the fire rating system as a basis, 
Will give certain credits and make cer- 
tain charges for favorable or unfavor- 
able conditions surrounding a plant, 
such, for instance, as were mentioned 
in the preceding paragraph—distribu- 
tion of important working units, pow- 
ef sources, machinery and raw stock 
replacements, etc. In order to prop- 
erly apply these charges and credits, 
an inspection is made and the result 
applied to the schedule, the inspec- 
tor’s judgment, we understand, to play 


re inconsiderable part in the rate ad- 
justment. 
Finds Fault in the System 

The fault in this system is to be 
found in the ever-changing or trans- 
ient conditions applicable to most 
piants, particularly in these war times. 
Take, as an instance, the sugar re- 
finers. The testimony before the Spe- 
cial Congressional Investigating Com- 
mittee shows that several important 
piants were obliged to close down for 
a time owing to their inability to se- 
cure unrefined stock. Subsequently, a 
huge consignment was received or 
arranged for, from the Louisiana 
growers, so that everything looks rosy 
again. Suppose, however, that a fire 
destroys the raw _ stock which is 
piled high in the warehouses; how 
iong will it take before a_ replace- 
ment can be made and the refinery 
started up again? The refiner himself 
probably has some idea as he must 
have carefully considered that point 
in these days of enemy incendiarism, 
but will he tell all of his trade se 
crets to the inspector? Other raw 
scocks or machinery may not be avail- 
able today, but next week or next 
month conditions may be changed en- 
tirely, due to the lifting of freight em- 
bargoes, the arrival of steamers with 
much needed goods, or other reasons 
rot necessary to mention. 

After all is not the whole crux of 
the use and occupancy proposition 
from the underwriters’ standpoint— 
“How am I best able to determine in 
advance the length of time during 
which I must pay the assured a fixed 
sum per diem?” 

His Solution 

It appears to us that a satisfactory 
solution of the problem would be to 
make the insured an inspector, al- 
though without his knowledge or con- 
sent. In other words, base the rate 
upon the number of days, or months, 
for which he desires indemnity, as he 
is the one to more correctly estimate 
in advance the facilities at his dis- 
posal for replacing stock and mater- 
ials, as well as buildings. 

But before illustrating the operation 
of this system of rating it would ap- 
pear advisable to make an important 
change in the form now in current use 

namely, to limit the time for which 
the daily indemnity is payable on ac- 
count of any one interruption or dis- 
aster, to 150 days (or six months), us- 
ing this as the basis or average and 
adding or deducting fixed percentages to 
meet the assured’s requirements or de- 
sires for a longer or shorter period. For 
the purpose of computing the premium, 
the policy term can remain, however, 
ai 365 days and the key or basis rate 
could be approximately the same as 
now used—say the average annual fire 
rate on the buildings or 80 per cent. 
of the fire rate on contents. 

An Illustration 

A manufacturer of rubber goods, de- 
s:ring to take out use and occupancy 
insurance, makes a careful review of 
conditions at his plant. He finds that 
should his power house be destroyed, 
he could “hook up” to a public power 
siation service almost immediately; 
his machinery can be replaced within 
about three months and a survey of 
the crude rubber market shows a 
plentiful supply. We will say that his 
plant is not a very extensive one, and 
is of fire-proof construction, so that he 
believes his possible use and occu- 
pancy loss will not run beyond four 
months. He would, therefore, agree 
to a limit of the daily indemnity to 
120 days (or four months), for any 
ene interruption or disaster and under 
the rating system just outlined, he 
would be entitled to a discount from 
the basic rate (which is based on a 
six months’ time limit) of say 10 per 
cent., or at the rate of 5 per cent. dis- 
count for each month under six. Some 
time later, should he find that the raw 
siock market has become very Nar- 
row and he may decide to increase the 
time limit to eight months, or 240 


days. His policy can be endorsed ac- 
cordingly and his rate would then be 
increased to the basic rate plus 10 
per cent—if he wants it for a year, 
it will be plus 30 per cent. These par- 
ticular percentages are used merely for 
convenience and without any special 
thought as to whether they would 
properly measure the differential in 
time or not. 

Assured Can Protect His Loss 

Thus we find that the assured caf 
properly protect his loss by adjusting 
the per diem limit in his policy and 
the underwriters are paid an adequate 
rate for the risk, at the same time 
their attention being called to changes 
in the conditions surrounding the 
piant. You will note that the whole 
thing is practically automatic—the as- 
sured fixes the time limit of indem- 
nity, which carries a particular rate; 
later if the time is changed the rate 
is revised accordingly. The assured 
thus becomes the inspector, to a great 
extent, and at the same time the un 
cerwriter is kept in touch with gen- 
eral conditions in each industry, ac 
cording to the extending or reducing 
of the per diem limit. 

As stated at the commencement of 
this article, use and occupancy is 
based on time and the rates should 
therefore be based on time—the as 
sared requiring an eight months’ li- 
iit should pay more than the one re- 
quiring four months. His own self- 
interest will impel him to reveal to 
the underwriters, by the terms, or 
time limit in his policies, the various 
conditions to be considered. 

It is not the purpose of this article 
to criticise in detail the proposed rate 
schedule, which appeared in The 
Eastern Underwriter’s issue of No 
vember 30th, 1917, but to demonstrate 
that it is not elastic enough under 
present conditions. The’ insurance 
company inspector can continue to re 
port the physical merits or demerits 
in connection with a plant, but it is 
highly improbable that the average 
inspector is qualified to pass judg- 
ment upon the markets for replacing 
raw stock and machinery. 

Against Intricate Schedule 

The assured is the one best able to 
judge this element of time and the 
rate should be fixed accordingly. 
Let us not adopt an intricate rate 
schedule which will confuse every 
one and in the end will not be 
workable. The suggested rate-making, 
as outlined herein, attains the object 
in a direct and easily workable meth 
od, and accomplishes the desired end 
far more accurately than the schedule- 
rating proposed by the underwriters. 
It should therefore be given considera 
tion and the adoption of a new sched 
ule delayed until the subject has had 
a little further investigation in all its 
ramifications. 

How the System Would Work 

Manufacturer desires $1,000 per day 
(500-day form). Amount of insurance: 
300 x $1,000= $300,000. Average fire rate 
for plant buildings: 1 per cent. Annual 
premiums for U. & O.: $300,000x1% 
$2,000. 

(This rate to carry with it a per diem 
limit of not to exceed 150 days (6 mo.) 
for loss occasioned by any one inter 
ruption or disaster from perils insured 
against.) 

Table for Increasing or Reducing Per 
Diem Limit (Any One Loss) 


Limit. Rate. 
f as Base rate less 25% 
5 sseseanees e ‘ ” 20% 
5 © 2 wWieaawe wale ‘ 2 = 15% 
4 A CL ements = on ”" 10% 
5 ere Tere # ie: 1 5% 
6 .. ne maniee Base rate 
7 gp wd wae ae ‘a $4 plus 5% 
8 Firepit iisianti eae 3 7 h 10% 
9 pea aeeleren _ % 15% 
10 ~ iecwaw ened y ys me 20% 
11 Oy atic hal ale ene oi 4 ”" 26% 
12 PF) ae i 3 " 30% 
Note: By this system the amount or 


face of the policy does not change by 
the shifting of the per diem loss limit. 


N. J. Ways and Means 


Committee Meets 


MANY AGENTS IN ATTENDANCE 
Discuss Social Problems, Including 
State Insurance—Plan for Big 
Annual Meeting 


In response to a call issued by Fred 
J. Cox, of Perth Amboy, N. J., presi- 
dent of the New Jersey Association of 
Insurance Agents, and chairman of the 
Executive Committee of the National 
Association of Insurance Agents, an 
enthusiastic meeting of the Executive 
Committee and the Ways and Means 
Committee of the New Jersey Associa- 
tion, was held on Friday morning, Jan- 
uary 4th, at the Fire Insurance So- 
ciety’s rooms in Newark, N. J. 

More than a score of the leading 
agents from all parts of the State at- 
tended, some of them taking twenty- 
four hours to make the trip. Chauncey 
5S. S. Miller, the new field secretary of 
the national association, was in atten- 
dance and a comprehensive and speci- 
fic program was discussed and arrange- 
ments made for Mr. Miller to address 
special meetings at twelve county seats 
in New Jersey this month in a big con 
certed drive to increase the member- 
ship of the New Jersey Association and 
the National Association. 


Plan to Fight State Insurance 

The situation with regard to mono 
polistic State compensation insurance 
was thoroughly discussed and plans 
were made to acquaint the entire in- 
surance fraternity of the State with the 
shortcomings of such monopolistic and 
socialistic measures wherever they have 
been or are being tried in this country, 
and the political, social and economic 
fallacies of the propaganda which is 
being used insidiously. Plans were 
made for what promises to be the big 
gest and most enthusiastic annual meet- 
ing of the New Jersey Association on 
February 14th, winding up with a ban 
quet that night at the Hotel Robert 
Treat, Newark, N. J., in honor of E 
M. Allen, president of the National 
Association of Insurance Agents. Sev- 
eral other speakers of National emin- 
ence will speak and the committee in 
charge, headed by Mr. Cox and Secre- 
tary T. C. -Moffatt, of the New Jersey 
State organization, have promised that 
the morning and afternoon business 
meetings and the banquet will include 
the best program ever presented at any 
such an affair. 


FATE OF L. & L. SCHEDULE 


To Be Decided at Meeting of Eastern 
Union—Dean Used in Twenty 
States 


The Eastern Union at its meeting 
this month will take up for considera 
tion the Larter & Lemmon Schedule. 
No one can predict its fate in advance. 

The Dean schedule is used in twenty 
States, all in the West or Southwest. 
It has recently been adopted in Eng 
land. 

The L. & L. Schedule is being test- 
ed in a number of cities, including 
Pittsburgh, and its supporters still 
think it the only schedule which will 
make money for the companies. It 
is reported that the members of the 
L. & L. committee of the Eastern 
Union—three of the leading under- 
writers of America-—have as strong 
faith as ever in the schedule. The 
fourth edition of the L. & L. Schedule 
has just left the press. There are 
several changes in it of importance. 


Schonceit & Blitzer is a new insur- 
ance firm in Perth Amboy, N. J. Both 
members of the firm were formerly with 
J. Kreielsheimer & Sons. 
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BROKERS ACTIVITIES 





Some Clauses Used 
by Lloyds, London 


PROFITS PRO RATA CLAUSE 
Warranty, Overrunning, Marine and Av- 
erage Clauses—From Witherby 
Book of Forms 
The following clauses used by Lloyds 
ere taken from the very interesting 
took of marine insurance forms com 
piled by Witherby & Co., 15 Nicholas 


Lane, London. All of these clauses 
have been approved by Lloyd’s Under- 
writers’ Fire and Non-Marine Associa- 
tion. 


Profits Insurance (Pro Rata Clause) 
The amount payable hereon for loss 
of profits as above mentioned shall not 
exceed 


part of the sum hereby insured for 
each during which 
the said business is entirely stopped 


or suspended. In the event of partial 
stoppage of the business this policy is 
to pay a proportionate amount to be 
ascertained by an assessor to be mu 
tually agreed upon and shall further 
pay such sums as the assured shall 
necessarily disburse after a fire for in 
crease in cost of working to continue 
the business during the said period of 

consecutive 
calendar months, provided that the to- 
tal liability under this policy in respect 


of any one fire shall not exceed the 
sum which would have been payable 
if the business had been entirely 


stopped by the fire, nor in the aggre- 
gate in respect of all fires the sum in- 
sured, namely, £ 

Provided, that if the sum insured 
siiall be less than the sum of the an 
nual net profit and standing charges of 
tle business the amount payable in 
respect of increase in cost of working 
shall be proportionately reduced. 

Warranty Clause 

Warranted same gross rate, 
and conditions as and to follow 
settlements of 
Company, and that said Company has, 
during the currency of this policy, at 
least subject only to 
reduction by amount of any loss not re- 
instated on the identical subject mat- 
ter and risk, and in identically the 
same proportion on each separate part 
thereof. 

This policy is subject without notice 
to the same conditions, endorsements, 


terms 
the 


assignments and alterations of rates 
ax are or may be assumed in policy 
er policies issued by the above men- 
tioned Company. 


Overrunning Clause 

No claim to attach to this policy for 
Gdumage to any dynamo transformer 
motor or other working machine or ap- 
paratus for generating altering or util- 
izing electricity used by overrunning 
excessive pressure short circuiting or 
self heating. 

Marine Clause 

This insurance does not cover any 
loss or damage to the property which 
at the time of happening of such loss 
or damage is insured by or would but 
for the existence of this policy be in- 
sured by any marine policy or policies, 
except in respect of any excess beyond 
the amount which would have been pay- 
able under the marine policy or poli- 
cies had this insurance not been ef- 
fected. 

Average Clause 

This policy is subject to the condi- 
tion of average, that is to say, the as- 
sured shall be entitled to recover in re- 
spect of any loss only such proportion 
of the sum assured as the value of the 
property lost bears to the total value 
of the property covered by the insur 
ance, 


CONVERTED WAREHOUSES 
Shortage of Market Exists—Brokers 
Unable to Get Coverage for 

Van Dam Risk 


@onstant trouble is being experi- 
enced by brokers in procuring cover- 
age for their clients on merchandise 
located in converted warehouses. The 
companies are exerting their fullest 
capacities to assist valuable brokerage 
connections and in many cases are 
carrying over-lines. 

Brokers particularly complain of be- 


ing unable to secure coverage for the 
Van Dam warehouse, Mariner’s Har- 
bor, Staten Island. Underwriters say 


that there is hardly a brokerage house 

on William Street which has not re- 

ceived orders for coverage at this lo- 

cation. Brokers are inviting sugges- 

tions for the relief of these conditions. 
* * + 


With Wilcox, Peck & Hughes 

N. C. Rorabaugh, who was special 
agent of the National Insurance Com- 
pany of Hartford in Pennsylvania (first 
in the Western and then in the EKeast- 
ern part of the State), and who later 
went with A. M. Waldron, Philadelphia, 
is now with Wilcox, Peck & Hughes. 


* * * 


Tait Returns to Bale & Snedeker 
‘Robert Tait, who has been placer 
for Davis, Dorland & Co., resigned this 
week to return to Bale & Snedeker, 
with which firm he had previously been 
connected as placer. 


* * * 


Bagot Placed Frohman Scenery 


The Charles Frohman _ theatrical 
scenery warehouse burned early this 
week, This business is placed by 


Bagot & Co. 


* +” * 


Offered Lines at 8% on Cotton Gins 

The recent additional cotton gin fires 
in the South have centered interest in 
that class of business. There are only 
a few companies which have written 
cotton gins and one of the most prom- 
inent recently placed them on its pro- 
hibited list. Brokers this week of- 
fered several lines at 8 per cent. rates. 


* * * 


Cleaves & Jenkins Formed 
R. S. Cleaves, announcement of whose 
1esignation from the Royal Exchange 
was made in The Eastern Underwriter 
of December 28, has combined with W. 
H. Jenkins in the brokerage firm of 
Cleaves & Jenkins. 


NEW YORK STATE DEPARTMENT 
HUMBOLDT FIRE OF PA. 


__CAPITAU FIRE OF'N, H: 
PERCY B, DUTTON, 





TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


Manager, ROCHESTER 





LONDON, 


United States Branch 


92 William Street, New York 


INCORPORATED 1720 


Royal Exchange Assurance 


ENGLAND 
RICHARD D. HARVEY 


United States Manager 








Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


(Fire, Tornado, Ocean Marine 
and Inland Marine Insurance) 
UNITED STATES BRANCH 
January 1, 1917 


EEE | .cinvdsdinbavpiantresesesa $3,329,177.74 
Surplus in United States.... 1,478,531.90 
Total Losses Paid in United 


States from 1874 to 1916 
inclusive 


W. B. MEIKLE, President 


: 41,657,814.31 





‘“‘“STRONG AS THE STRONGEST”’ 


The Northern Assurance Co, 
(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
$105,000,000 
$38,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 


Losses Paid - - - 
Losses Paid in U.S. - 











zOUNDED 129. 








CAPITAL, $4,000,000 





125th Anniversary 


Insurance Company of 


2 Nace 


PHILADELPHIA 
ASSETS OVER $23,000,000 


FIRE, MARINE, AUTOMOBILE, Rent, Leasehold, Tornado, Explosion, 
Use and Occupancy, Sprinkler Leakage, Travelers’ Baggage, Parcel Post 


The Oldest American Stock Insurance Company 













F. H. HAWLEY, Pres. 


ORGANIZED 1848 


W. E. HAINES, Secy. 


Net Surplus Over $1,293,741.00 
AN AGENTS COMPANY 





E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey and New York 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











ADEQUATE 
FACILITIES 


ALL LINES 





325 WALNUT STREET 


PHILADELPHIA 


CLARENCE A. KROUSE & CO. 


LOCAL AND GENERAL AGENTS 


PHILADELPHIA, PA. 





SATISFACTION 
SERVICE 


ALL LINES 











PENNSYLVANIA NEW JERSEY 
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Suggests New Stolen 
Automobile Bureau 


ALL COMPANIES TO JOIN 
Nation-Wide Co-Operation in Recover- 
ing Cars Recommended by a 
Student of Conditions 
(By an Observer.) 

One year ago the conference compa- 
nies writing automobile insurance 
adopted a new form eliminating tne 
deductible theft clause and increasing 
the rates. The question of adequate 
rates for automobile fire and theft 
seems to be more of a speculative than 
an experience rate. At the present 
time we cannot show an experience of 
iwo years on any one method. Prior 
ic 1917 the companies were writing 
poth the deductible and full theft, but 
ali the companies did not adopt the 
same rates In 1917 most of the com- 
panies adopted the conference policy 
which provided for full theft. Will, 
therefore, the experience of the compa- 
nies reflect the true condition and a 
pure premium that can be used as a 
basis of rates? It would seem that the 
lrafters of the automobile fire and 
theft policy intended that the coverage 
of “equipment” should embrace only 
the regular equipment of the car as 
furnished by the manufacturer of the 
car at the advertised list price, and not 
the additional equipment bought by the 
purchaser of the car or added by the 
selling agent of the caw. Many of the 
companies have not made any effort 
tc differentiate at the time of settling 
of theft losses. It is true that it may 
be a question of law to decide what is 
caquipment and additional equipment, 
but the fact remains that a clause has 
been provided and has been made 
known to the public that same can be 
secured and should be secured if this 
coverage is to be embraced in a fire 
and theft policy. Some companies have 
made a stand on such losses while 
others have paid without considering 
the subject, feeling that it was good 

advertising. 

Can’t Adjust and Underwrite, Too 

When will the companies wake up 
and decide that the adjusting of losses 
cannot be handled in conjunction with 
the underwriting? A loss is a fact and 
should be adjusted upon its basis. 
Companies would not think of allowing 
a $15 man to adjust their fire losses; 
yet how many companies are leaving 
their automobile losses to men of that 
grade? How can they expect to make 
the business pay? It looks as though 
the companies are to blame for many 
of the conditions that exist today. Lack 
of co-operation and an effort to secure 
business igs responsible for the com- 
panies paying more than they are act- 
ually liable for and has educated the 
owners of automobiles to make a claim 
for all they possibly can, irrespective 
of whether their fault was the cause of 
the accident for which they are making 
a claim. How many of us have heard 
the remark made when an owner’s at- 
tention was called to the fact that he 
was leaving his car at the curb with 
the engine running, “Oh, that’s all 
mght, if it is stolen I am insured.” 

Thefts Abnormally High 

Every underwriter feels that some- 
thing must be done to curb the theft 
of both machines and equipment. Most 
of the thefts are centered in the large 
cities. The police have recovered a 
£00d number, but the percentage of 
thefts are abnormally large. While a 
great number of cars are recovered, the 
companies are called upon to pay a 
large sum of money for the repair ot 
these same stolen cars, for damage 
done by the thief. Therefore, a ratio 
or the recovered cars cannot be com- 
pared with the number of cars stolen, 
vnless some comparison is made of the 
Gamage sustained and paid for by the 


companies. Many of the manufacturers 
have adopted special locking devices 
{or their cars, yet they are stolen al- 
most with the same frequency as those 
that have no locks at all. Many 
schemes have been suggested whereby 
stolen cars can be traced, but no def- 
inite plan has been adopted with any 
success. 
Should Check Up With State Records 
The writer of this article feels that 
sooner or later a plan must be adopted 
“hich will necessitate the carding or 
listing of every automobile and then 
check it up with the State records of 
heensed automobiles in each State. 
That will show any duplicates if there 
be any, and when new licenses are tak- 
en out during the year, they can be 
checked and if a duplication of number 
cr the number of a car reported stolen 
the company that reported the stolen 
car could be immediately advised ana 
the new owner also advised that the 
car is a stolen car. The immediate 
handling of this matter would facilitate 
the tracing of the seller of the car and 
possibly the apprehension of the thiet. 
! feel also that it will reduce the ma: 
ket for the stolen car, because if the 
fact is advertised and publicity enough 
given, the public will make inquiry 
wvout every second-hand car before it 
's purchased especially when it is made 
known that the information can be se- 
cured for the cost of a postal card. 
Sure, it will take money to start sucn 
a bureau and I do not feel that it 
should be handled by any of the con- 
ferences maintained by the companies, 
but I do think that if the companies 
would subscribe to an independent bu- 
reau, Managed by a competent man, 
known to the companies, both the con- 
ference and the non-conference com 
panies would avail themselves of the 
opportunity presented to reduce their 
taeft loses. The question then is, who 
will start it and who will co-operate? 
Without the advertising I think the 
work can be carried out at an initial 
expense of say $15,000 the first year, 
which would be considerably reduced 
tne following years inasmuch as the 
paraphernalia would have been secured 
the first year. Thus the cost would 
average about $150 per year, if 100 
companies would join and I feel confi- 
dent that they all would want to, as 


the recovery of one automobile would 
more than pay for the small cost of 
membership. 

(Editor’s note: The above’ article 


was submitted to us by an insurance 
man who is well known in the insur: 
ance fraternity as an authority on auto- 
mobile underwriting and compiler of in 
surance statistics. The plan hag been 
suggested to many prominent under- 
writers and it is understood that some 
kave signified their readiness to em- 
Lrace the privilege if it is started.) 


NEW COMPANY UP-STATE 


Business Men Behind Organization of 
Eureka Fire of Syracuse—R. 
B. Smith, Chairman 


The new fire insurance company be 
Syracuse will prob- 
ably be called the Kureka. It will be 
headed by Ray B. Smith, of Smith, 
Hayden & Setright, a Jaw firm. Mr. 
Smith is president of the Syracuse 
Press, Inc., a printing establishment, 
and also president of the Underwriters 
of Syracuse, Inc., an insurance agency. 
He is chairman of the Eureka’s organi- 
zation committee. 

The board of governors, from whom 
the directors will be selected, are 
prominent business men in Syracuse, 
Watertown, Seneca Falls, Middleburg, 
Gloversville, Herkimer, Ilion, Oneida 
and other towns up‘State. Stock is 
being bought for $15 a share. The 
Central New York Corporation Se- 
curities Company, Inc., of Syracuse, is 
in charge of the sale of the stock. 


ing organized in 


















Aetna Fire Underwriters Agency 


of Aetna Insurance Co. 


Application For Agencies Invited 














The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, M.\SS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, Chicago, Ill. 
335 Wabash Building, Pittsburgh, Pa. 
915 Postal Building, San Francisco, Cal. 
304 Central Building, Seattle, Wash. 
Utica Fire Alarm Telegraph Co., 
Utica, N. Y. 
Northern Electric Company Limited, 
ontreal, Canada. 
General Fire Appliances Co., Ltd., 
Johannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. ‘P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy, 


R, EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 











CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE" 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








of Watertovon.11.%. 


F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St:, Boston, Special Agent.. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent......... NEW YORK STATE 


64th Annual Statement 





EE: snestinsvieneneay 036,003.01 
Liabilities 2,296,861.95 
 Preoreere «+» 500,000.00 
Conflagration Surplus ............ 250,000.00 
Surplus to Policyholders ......... 2,739,141.06 








H. A. Smith, President F. D 
G. H. Tryon, Secretary ms Bs 


National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1917, to New York Insurance Department 


LIABILITIES 
Cae: Ca, GO i oi accxesciaatnassvasccsveisavinseskanl $2,000,000.00 
Funds Reserve to Meet All Liabilities, Re-Insurance Re- 

CONT, Te Gi ion ecaxaecenasoeccnseseeevssasesssascaee 9,912,715.84 
Unsettled Losses and Other ClaimS.................ccceeceeese 1,878,398.32 
Net Surplus over Capital and Liabilities..............cssecees 3,743,747.60 
Total assets January 1, 1917............ $17,534,861.76 


Layton, Ass’t Sec’y 
Maxwell, Ass’t Sec’y Se 


SURPLUS TO POLICY HOLDERS, 


F. B. Seymour, Treas. 
B. Roulet, Gen. Agt. 


$5,743,747.60 








Cash Capital 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 
aeeetnaee $1,250,000.00 


PE SED -icetciveoswes 
SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 


eeeeeeee + G$2,449,322.25 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 
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Discusses Evidence 
in Arson Trials 


VIEWS OF NATIONAL BOARD MAN 





Testimony Showing Motive on Part of 
Defendant—What Constitutes 





Evidence 
F. R. Morgaridge, of “the arson 
sguad” of the National Board of Fire 


Underwriters, recently delivered a 
paper on what constitutes evidence in 
the prosecution for Some in- 
teresting statements made follow: 

If a landlord or reversioner sets fire 
tc his own house, of which another is 
is arson, 
the 


arson. 


in possession under lease, it 
for during the lease the house is 
property of the tenant. 

A barn or stable, usually occupied by 
night by a person lodging therein, and 
when fire to, is a 
dwelling house, in a trial for the crime 
of arson. 

A schoo! building, one part of which 
is occupied as a habitation with in- 
terior communication between the two 


se occupied set 


parts, is a dwelling house within the 
meaning of the law of arson. 

It is not necessary that the inhabi- 
tants be within the house at the mo 
ment, for arson may be committed 
while all members are temporary ab 
sent. 

Burning Need Not be Complete 

Destruction 
The burning need not be complete 


destruction. 


Where, on a trial for arson, the in- 
dictment charged that the defendant 
set fire to a dwelling house, but it 


turned out in the evidence that he had 
not set fire to the house but to some 
personal property belonging to him- 
self, and no part of the building 
burned, the court said it was not 
arson. 

The burning of one’s own building 
is not a crime under the laws of Ohid 
unless the building is insured. 

The crime of burning to defraud an 
insurance company. may be completed 
although the policy of insurance is in- 
valid. 

An intent to injure an insurance 
company is an essential ingredient of 
the crime of burning personal property 
as well as buildings and by burning 
one’s own property as well as the prop 
erty of another. 


Motive 


After sufficient proof of 
delicti has been introduced any sus- 
picious circumstances or fact tending 
to show motive on the part of the ac 
cused can be introduced. Any state 
ment of conversation about a fire made 
previous to the time of the fire oc- 
cured can be introduced. A desire to 
leave the locality, an over-stock of 
goods, unsalable goods, insolvency and 
over-insurance, alJ present themselves 
in this connection. Any circumstance 
relating to the insurance policies just 
previous to the fire, such as additional 
insurance ‘or precautions to safeguard 
the insurance podlicy, or any inquiry 
regarding the validity of the: insur- 
ance carried, is admissible and can be 
introduced as tending to show motive 
on the part of the accused. 


the corpus 


Many Reasons for 
Over-Insurance 


REPLY TO ARKANSAS OFFICIAL 
L. B. Leigh & Co. Say Companies and 
Agents of State Not 
to Blame 
Recently the fire insurance compan- 
ies doing business in Arkansas _ re- 
ceived from Bruce T. Bullion, Insur- 
ance Commissioner and State Fire 
Marshal of Arkansas, a letter calling 
their attention to a recent decision of 
the Arkansas Supreme Court that the 
burning of one’s own property does not 
constitute the crime of arson, and to 
the further fact that out of the thirty 
fires investigated by the Arkansas 
Marshal’s department eighteen, or 60 
per cent., of them show the property 
to have been insured for more than its 
value. A severe indictment of local 
fire insurance agents for this condition 

was made, 
Leigh & Co.’s Letter 

L. B. Leigh & Co., general agents of 
the Home, Franklin and American Alli+ 
ance, have. written an interesting letter 
to Commissioner Bullion promising 
every co-operation, but putting the re- 
sponsibility for the condition where it 
belongs, which is not upon the should- 
ers of agents or companies. Two in- 
teresting paragraphs of the letter of 
L B. Leigh & Co. follow: 

It is our opinion that the impossibil- 
ity of keeping insurance in proper pro- 
portion to the daily fluctuations of 
merchandise and other personal prop- 
erty is too obvious to warrant discus- 
sion, and we will, accordingly, confine 
our remarks to the insurance of build- 
ings. In the first place, there is no 
way of definitely and finally determin- 
ing the exact value of a building. If 
you should employ half a dozen con- 
tractors to make bids on cost of 
erecting or replacing a building there 
would be a difference of from 25 per 
cent, to 50 per cent. between the high- 
est and the lowest bids. So that it 
appears that if specialists who make 
a business of erecting buildings cannot 
agree as to the cost, it is expecting the 
inypossible of an insurance agent to be 
able in every single case to determine 
exactly the value of a building and 
then keep that value stable for three 
or five years during the term of the 
pelicy issued on it. As an illustration 
of this, a careful investigation of the 
cost of erecting buildings show a varia- 
tion, during the past three years, of 
from 30 to 75 per cent., according to 
the character of construction. Even 
if the replacement, or hew value of a 
building, could be _ definitely deter- 
mined, which the above shows it can- 
not, there is still the important factor 
of depreciation from use and age. This 
feature varies widely according to the 
construction, occupancy and amount 
of repair put on the building. The 
value of two buildings, exactly alike, 
side by side, built at the same time, 
could easily vary 50 per cent. at the 
end of ten years, according to the 
amount of repairs and replacements 
pui on them 

There are in Arkansas at least 1,500 


losses annually (not including dam. 
ages of less than $200, where the 
building is not destroyed). We un- 


derstand that four of the eighteeu 
cases of over-insurance found by your 


department were on personal property, 
which we believe every one will agree 
cannot be prevented, leaving fourteen 
on buildings, or less than 1 per cent. 
of the total number of fires. We are 
not prepared to agree with your state- 
ment that these facts “indicate a lax- 
ness on the part of the local agent 
which is truly alarming.” 





PHILLIPS ON ADVANCE 





New York Superintendent Tells What 
He Thinks of It—Action 
not Local 





After the New York Fire Insurance 
I-xchange had increased rates this week 
Superintendent Phillips made the fol- 
lowing statement to the newspapers: 

“Superintendent of Insurance Phillips 
stated that the action taken by the New 
York Fire Insurance Exchange at its 
meeting yesterday increasing the fire in- 
surance rates 10 per cent. throughout 
the jurisdiction of said Exchange mere- 
ly follows like action by certain rating 


associations in other parts of the coun- 
try, and will in the near future mean 
the same proceeding by rating associa- 
tions throughout the United States. 
This action is not local in its character, 
nor has it special application to speci- 
fic risks, but is general as affecting all 
hazards, and is made necessary for the 
stability of the companies in the judg- 
ment of all fire insurance interests by 
the existing conditions due to the war. 
The increase is to remain in force for 
the duration of the war only, and is 
not to be regarded as permanent. 

“The Superintendent of Insurance as- 
sumes no responsibility for the action of 
the fire underwriters in advancing rates 
beyond recognition of the fact that the 
severe fire losses, increased Federal tax 
burdens and depreciated security hold- 
ings make some action advisable, if 
fire insurance indemnities are to be 
maintained unimpaired. It should be 
understood that the independent inquiry 
into the rating situation conducted by 
the Insurance Department is being con- 
tinued, and that the action taken by 
the Exchange has no relation to such 
inquiry. It may be added that appro- 
priate recommendations will be made at 
the conclusion of the investigation.” 


NORD-DEUTSCHE MEN TAKEN 

J. S. Murdy has been appointed spe- 
cial agent for the Fire & Marine Un- 
derwriters’ Agency of the Automobile 
Insurance Company of Hartford. He 
will have Connecticut, Western Massa- 
chusetts, Eastern and Southern New 
York, with headquarters in Boston. Mr. 
Murdy was formerly with the Nord- 
Deutsche. Louis H. Schwer has been 
appointed State agent in Ohio and Ken- 
tucky, with headquarters in Cincinnati. 
He was also with the Nord-Deutsche. 


Running Faucets 
(Continued from page 1) 


cets run continuously in order that 
their pipes would not freeze. In their 
dilemma the firemen finally managed 
ic get small streams from the river, 
but without much avail. He said the 
stock and machinery was a total loss. 

The loss is in the hands of a com- 
mittee, Eugene La Tourette, chairman. 


Great American 
Insurance Company 


New Pork 


INCORPORATED ~ 1872 


STATEMENT JANUARY 1,1917 


CAPITAL 


$2,000,000 | 


RESERVE FOR ALL OTHER LIABILITIES | 


i0.954.055 — 


NET SURPLUS 


10,759,422 — 
23.713.477 | 


HOME OFFICE No. 1 LIBERTY ST. 
NEW YORK CITY 


JESSE E. WHITE 





CHARLES G. SMITH 


PRESIDENT VICE PRESIDENT 
EDWIN M. CRAGIN ALEXANDER R. PHILLIPS 
SECRETARY ASST. SECRETARY 











RE-LICENSING FOREIGN COM- 
PANIES 

Under the trading with the enemy 
act President Wilson is empowered to 
require that all insurance companies 
not organized under the laws of the 
United States must make formal ap. 
plication for a renewal of license by 
February 1. The papers are being 
handled through the New York Depart- 
ment. British and French companies 
are expected to receive their renewals 
promptly but more time will doubtless 
be taken in the case of companies of 
other countries. The authorities at 
Washington will wish to know who is 
behind these companies regardless of 
where their home offices may be. 





EXAMINING GLOBE & RUTGERS 


The New York Department is mak- 
ing its periodical examination of the 
Globe & Rutgers. It is expected that 
the work of examination will be slow- 
er than usual because of the unusu- 
ally large amount of business the com- 
pany has been doing of late. 





G. E. CULP RETIRES 


G. E. Culp, who has been in the 
insurance business in Lock Haven, Pa., 
for thirty-nine years has retired. For 
many years he was president of the 
Lock Haven Board of Underwriters, and 
was special agent of the Fireman’s 
Fund. A. W. McCormick has purchased 
his agency. 


PRESIDENT LYONS DEAD 


W. H. Lyons, president of the North 
Branch Fire Insurance Company of 
Sunbury and the City Insurance Com- 
pany of Pittsburgh, dropped dead in 
the dining room of his home there on 











Wednesday. He was sixty-five years 
old. 
BROKERS! 
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& INSURANCE COMPANY 


JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


CAPITAL FIRE INSURANCE COMPANY of CAL. 
CHICAGO BONDING 
GREAT EASTERN CASUALTY COMPANY 

THAMES & MERSEY MARINE INSURANCE CO., Ltd. 
SECURITY MUTUAL FIRE INSURANCE CO. of MINN. 
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BOSTON | 
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CASUALTY AND SURETY NEWS 











Consumption Entry 
Bond Is Modified 


MEETS VIEWS OF IMPORT FIRMS 
Original Form Objected to on Ground 
that It Hampered 
Importers 


The Treasury Department has an- 
pounced a modification in the form of 
consumption entry bond which was 
prescribed in T. D. 37246 of June 29, 
1917. The section numbered 3 in T. D. 
37246 read as follows: 


“And if the said principal shall pay 
to the said collector when demanded 
all duties and charges found legally 
due and unpaid on the final liquidation 
of said entry, then this obligation shall 
be void, otherwise it shall remain in 
full force and effect.” 

The announcement follows: 


The forms of consumption entry 
bond, single entry (customs Cat. No. 
7551), and consumption entry bond, 
term (customs Cat. No. 7553), pre- 
scribed in T. D. 37246 of June 29, 1917. 
are hereby amended by the elimination 
of the words “and if the said princi- 
pal shall pay to the said collector when 
demanded all duties and charges found 
legally due and unpaid on the final 
liquidation of said entry,” so as to 
make the section read “then this obli- 
gation shall be void; otherwise it shall 
remain in full force and effect.” 

Customs officers are hereby author- 
ized, pending the delivery of the amend- 
ed forms, to strike out the sentence 
“end if the said principal shall pay to 
the said collector when demanded all 
duties and charges found legally due 
and unpaid on the final liquidation of 
said entry.” 

In all cases in which any advance is 
nade in value or rate by the apprais- 
ing officers a demand will be made up- 
on the importer for the return of the 
unexamined packages, which demand 
will be in the following form (customs 
Cat. No. 3293): 

An advance in value or rate of duty 
having been made on the merchandise 
covered by entry No....... consump- 
tion entry bond (single entry) No. 
<r , or consumption entry bond 
(erm), executed by you, demand is 
hereby made for the re-delivery of the 
unexamined packages covered by the 
said entry No. ......<. 

Protest by Merchants 

Certain New York merchants objected 
to the original form on the ground 
that it entailed an unnecessary hard- 
ship upon importers, in that it was re- 
quired to be in a penal sum double 
the value of the goods imported, con- 
ditioned upon the payment of all du- 
ties and charges found legally due and 
unpaid on the final liquidation of the 
eutry, which condition had heretofore 
not been required in many bonds. 

The merchants voiced their protest 
against the proposed increased obliga- 
lion of the principal and surety as pro- 
vided in the prescribed form of bond. 
They recommended to the Treasury 
Yepartment that if a consolidated form 
of bond is desired, such form should 
omit the condition or payment of addi- 
tional duties now covered by paragraph 
3 of the proposed form and should be 
used as to all bonds where such‘ con- 
dition is not expressly authorized or 
required by the statute; and that in 
cases where such condition is required 
or permitted under the statutes, a sep- 
arate form of bond should be used. 


1917 Premiums of 
Baltimore Companies 


ul. S. F. & G.’s GAIN WAS $3,736,000 
Maryland Casualty Company’s Premium 

Income $12,900,000—Fidelity & De- 

posit Shows Large Increase 

Baltimore, Jan. 5, 1918.—Although 
surety and casualty companies have 
not yet made public their reports for 
1917, preliminary figures obtainable at 
this time indicate that practically all 
of the local companies showed large 
gains in net premiums as comparea 
with the previous year. 

The net premiums of $14,364,500 rep- 
resent the greatest total ever record- 
ed by the United States Fidelity & 
Guaranty Company. As a matter of 
fact this company did more business 
in nine months of 1917 than it did in 
the whole of 1916. The gain in net 
piemiums over 1916 was $3,736,000. 

The premium income of the Mary- 
land Casualty Company totaled $12,- 
960,000, or an increase of $3,500,000, as 
contrasted with the previous year. The 
surplus to policyholders is now $3,- 
500,000. The Maryland Casualty calls 
attention to the fact that in the twen- 
ty years of its existence, the Company 
has paid more than $37,000,000 in pro- 
viding indemnities to protect the hold- 
ers of its policies and bonds. 

According to figures given by Vice} 
President William Hugh Harris, the 
net premiums of the Fidelity & De- 
posit derived from its surety, accident, 
burglary, automobile and plate glass in- 
surance business totaled $6,526,941.96, 
which is an increase of $600,000 over 
1916. Mr. Harris explained that the 
losses of the Fidelity and Deposit Com- 
pany for the twelve months ended De- 
cember 31, 1917, were about normal as 
compared with previous years. 

Officials of surety companies in this 
city expect to derive substantial bene- 
fit from the advance in rates on many 
lines of insurance. This advance, they 
claim, was made necessary by reason 
of conditions that have been created 
since this country went into the Euro. 
pean war. Supplies which the com- 
panies must have are costing a great 
deal more than they did in the past, 
and the various companies here have 
been compelled to increase the pay of 
their men in order to keep them, owing 
to the higher salaries paid in other 
Ines of work. Insurance men here 
call attention to the fact that prac- 
tically everything had advanced except 
insurance rates and that it was abso- 
lutely necessary to make the rates 
higher, otherwise the companies would 
face a loss in many lines at the end 
of 1918. 





The Great Western Accident and In- 
surance Company of Des Moines, Iowa, 
has been granted permission to write 
accident and health insurance in Wis- 
consin. The company’s surplus is giv- 
en as $66,950. 





Insurance, Liability Insurance—Employers, 
erty Damage). 





The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William St. 
SEMI-ANNUAL STATEMENTS JUNE 30, 1917 





CE... cincccvaccgiviettbnyeeseidsianxsassteegenenasnent 

Liabilities ........... haebawesedebonesenettspanerees 10998 ibes 
eee ee 1,000,000.00 

Surplus over all liabilities. 2,610,043.62 

SOC GED EP NE Us WE iinndeeiceesicerecicdscbotagedacs 58,554,792.60 


This Company issues contracts as follows: 
Health, and Disability Insurance; Burglary, Larceny, and 


Automobile (Personal Injury, Property Damage and Collision), Phy- 





Fidelity Bonds; Surety Bonds; Accident, 
: heft Insurance; Plate Glass . 
Public, Teams (Personal Injury and Prop- 








sicians, Druggists, Owners and Landlords, Elevator, Work ; ion- 
Boiler Insurance; Fly-Wheel Insurance. vm —— 
. 7 . . 
Conjecture As To Revolutionizing 


Canadian Fund 


MAY NOT PAY COMPENSATION 





Disaster Results—Provisions 
of Act—First Year of 
Operation 


Halifax 


In reply to an inquiry The Eastern 
Underwriter has received the follow- 
ing letter from a prominent Nova 
Scotia insurance firm, W. R. MacInnes 
& Co., concerning the probable result 
of the Halifax disaster upon the gov- 
ernment compensation fund of Canada. 

“The Nova Scotia government has 
no funds to meet claims under the 
Workmen’s Compensation Act. Nine- 
teen seventeen was the first year the 
act was in force. We have not the 
slightest idea what the Nova Scotia 
government intends to do, as under 
the act, widows and children of em- 
ployes who have lost their lives are 
paid a monthly amount; the widows 
for life, and the children until they 
have reached a certain age.” 

Character of Fund 

A Provincial board administers the 
accident fund, and is required to main- 
tain a reserve. Assessed premiums 
are prior claims in case of bankruptcy. 
Benefit payments are exempt from as 
signment except with the approval of 
the board. 

Disputes are to be settled by the 
compensation board, with limited ap 
peals to the courts. 

Indemnities Payable 

Burden of payment: Entire cost is 
on the employer. 
Compensation for death. 

(a) Necessary expenses for burial, 
not exceeding $75. 

(b) To a widow or invalid widower, 
$20 a month, and $5 additional for 
each child under 16 years, the total 
not ‘to exceed $40. 

(c) Orphan children under 16 years, 
$10 a month, total not to exceed $40. 

(d) Other dependents, not over $20 
a month to parents and not over $30 
in all, for only such periods as support 
from the deceased might have been 
reasonably expected. If there are both 
total and partial dependents an allot- 
ment may be made between them. No 
earnings in excess of $1,900 a year are 
to be considered in awarding compen- 
sation or assessing premiums. 
Compensation for disability: 

Total disability, 55 per cent. of aver- 
age weekly earnings, during continu- 
ance of disability. Partial disability, 
5b per cent. of the weekly wage loss. 
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FIRE AND LIFE 
2 ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4° & WALNUT STS. 
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General Liability 


NEW YORK PLAN NEARLY READY 
Twenty-six Districts to Replace Present 
Unwieldy System With 
Only Three 


Work on the plan for redistricting 
the Borough of Manhattan for purposes 
of general liability rating is nearing 
completion. Unless there is a _ hitch 
in the proceedings an early announce 
ment of the new ratings and classi- 
fications may be expected. 

Last Monday the sub-committee of 
three ‘brought in a report to the com- 
mittee of nine and another meeting 
will be held next Wednesday when 
the committee of nine will most like- 
ly take some definite action on the re- 
port of the sub-committee. 


Change Will Be Radical 
Without adequate experience gen- 
eval liability underwriters in New York 
City have had to get along with a 
system of classifications which is any- 
thing but comprehensive. In Manhat- 
tan there are only three districts, each 
carrying its minimum rate. These dis- 
tricts are so large that they totally 
fail to reflect in their respective classi- 
fications the wide variations of risk 
met with in any one. The new plan 
proposes no less than twenty-six dis- 
tricts and four classifications, which 
will graduate the hazards to a nicety 
hitherto unknown in New York. 
Present District Boundaries 
At present the dividing lines for the 
«ntire Borough of (Manhattan are 
Broadway and Fifth Avenue. On the 
last Side, district number one ex 
tends from the Battery to Forty-second 
Sireet. In this district, from the Bat 
tery to the Brooklyn Bridge, there is 
practically no general liability (apart 
ments and tenements) business. In 
un area extending from the Brooklyn 
Bridge to Tenth Street lies the worst 
section in the entire borough. On the 
map in the office of Manager Collins 
of the Casualty Insurance Exchange 
this section stands out strikingly as 
the hotbed of fraudulent claims. The 
whole city is charted on this map by 
means of various colored pins indicat 
ing the number of claims per annum 
in each house. The section referred 
to is now so covered with these pins 
that little of the map itself is visible. 
the minimum rate for the whole of 
District No. 1 is $50. This district is 
so large that the particularly bad sec- 
tion referred to occupies but a small 
portion of it, but the yield of claims 
is appalling. Above’ it and west wu 
Third Avenue is a section that is fair- 
iy good but again, just east of Third 
Avenue the trouble begins anew. 
Gramercy Park and other equally 
food sections are embraced in this 
fifty dollar minimum district, which, as 
has been said, is the worst in the 
city. So the insufficiency of the sys- 
tem is apparent and the companies 
have only been awaiting the accumu- 
lation of sufficient available experi- 
ence to create a comprehensive classi- 
fication. 
Farther Up Town 
From Forty-second Street, east, to 
(Continued on page 18) 
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$43,000 Premium on One Policy 


One of the largest insurance pre- 
miums ever paid for a policy in a de- 
partment store has just been put 
through the New York office of the 
Maryland Casualty Company by Eu- 
gene F. Hord, resident manager. The 
coverage includes workmen's compen- 
sation, general ‘liability, elevator and 
automobile insurance on Gimbel Bro- 
thers. The total premium on this busi- 
ness is said to have been in excess of 
$43,000. 


National’s Generous Offer 

One of the largest bonds ever writ- 
ten for a benevolent institution has 
been executed by the National Surety, 
covering 3,300 chapter treasurers of 
the Red Cross. The total amount is 
$4,500,000. If the anti-rebate law can 
be circumvented the National Surety 
will not charge the Red Cross anything 
for this bond. Two other large fidelity 
bonds, under the same conditions, have 
a'so been issued by the National Surety 
to the American Red Cross as follows: 
One, for $1,500,000, protects the Red 
Cross with resnect to money-handling 
officials and employes in the main of- 
fice at Washington, and also at the 
divisional headquarters in various 
States. The other, for $141,000, pro- 
tects the Red Cross with respect to its 
officials in Europe. 


Redistricting Committee of Nine 


The committee which has had in 
charge the important work of redis- 
tricting New York City for general 


liability insurance rating is composed 
as follows: General, Preferred, United 
States, Travelers, Fidelity & Casualty, 
Ocean, Employers Liability, Commer- 
cial Casualty, Aetna. The sub-com- 
mittee is made up of the Travelers, 
Commercial Casualty and the Fidelity 
& Casualty. 
‘= « 


Many Bills Examined 
Speaking of the possibilities of a 
lessened amount of insurance legisla- 
ticn, the records of the Workmen's 
Compensation Publicity Bureau are 
interesting. The number of bills ex- 
amined by the bureau in the last five 


years are as follows: 1913, 3,759; 
1214, 1,140; 1915, 3,732; 1916, 1,145; 


1917, 2,899. The number of these af- 
fecting casualty and surety interests 
were: 1913, 1,805; 1914, 454; 1915, 
1,263; 1916, 484; 1917, 981. The rec- 
erd of casualty and surety bills enact- 
ed is: 19138, 421; 1914, 94; 1915, 280; 
1916, 103; 1917, 269. 
. * * 


Boiler Rates Up 

February 1 the new steam _ boiler 
rates go into effect. The change has 
been made by a renumbering of classi- 
fications and the result is calculated to 
be an advance of approximately eight 
per cent. all round. Boiler rates were 
advanced slightly last July, but the 
rapidly rising cost of material and in- 
spections made another increase abso- 
lutely necessary. With the general 
cutting down in train schedules an- 
other burden is added to the inspec- 
tion end, as it will require still more 
time for inspectors to make their trips. 
The steam boiler writing companies 
put off the advance as long as could 
be reasonably expected. 





Cost Question Up Again 

Increased costs of doing business 
aud means for meeting them were dis- 
cussed at a meeting of the governing 
committee of the Bureau of Personal 
Accident & Health Underwriters in 
New York, Thursday of this week. 

* * * 


Officers Re-elected 
All officers and directors were re- 
elected at the ansual meeting of the 
Fidelity & Casualty which was held 
January 1. 
*“* * 


Contingent Reserve Valuable 
Those casualty companies which have 
been maintaining a liberal contingent 
reserve find it of particular benefit this 
year, with security values as they are 
ai present. 
* . ” 


May Lose $20,000 

Advices received by the Lloyds Plate 
Glass from its representative at Hali- 
fax are to the effect that the glass 
losses there are heavy and that practi- 
cally every policy the company has 
outstanding there will yield a claim. 
Most all of them will be total losses. 
The company, therefore, may suffer an 
aggregate loss of $20,000. While this 
is a particularly large loss for one com 
pany to suffer in one disaster, the 
Lloyds Plate Glass is in strong finan- 
cial position to meet all claims made 


upon it. Its last annual statement 
showed surplus. including capital of 
$505,137. 

* ” ” 


Ekern to Address Builders’ Mutual 
The Master Builders’ Association of 
Wisconsin, which operates the Build- 
ers’ Limited Mutual Liability Insurance 
Company of Wisconsin, devoted to 
workmen’s compensation business, will 
bold its sixth annual State convention 
at Watertown, Wis., January 10-12. The 
workmen's compensation law will be 
a principal discussion topic, with a 
speaker to be announced later. Her- 
man L. Ekern, former State insurance 
commissioner, will speak on “Building 
en Insurance Company,” and Dr. F. S. 
Meade, of Madison, medical director of 
the Builders’ Limited Mutual, will speak 
on “Accidents, from a Medical Stand- 
point.” O. H. Ulbright, 249 Twenty- 
eighth Street, Milwaukee, is secretary 
of the association. 

* * * 
Peter Epes Honored 

Peter Epes, agency manager of the 
Georgia Casualty, was given a silver 
service in honor of the twenty-fifth 
anniversary of his wedding. T. W. 
Hooks also presented Mr. and Mrs. 
‘pes with a silver tray and announced 
that the heads of departments and the 
officers were invited to be his guests 
at a dinner in honor of Mr. Epes at 
the Hotel Lanier January 4. 

* * o 
American Surety Meeting 

Stockholders of the American Surety 
held their annual meeting January 8 
and re-elected the following trustees 
whose terms otf office expire in 1920: 
Charles H. Allen, Newcomb Carlton, E. 
F. Carry, James B. Duke, W. N. Dyk- 
man, Daniel Guggenheim, A. J. Hemp- 
hill, Andrew Mills, Seward Prosser, 
Simon W. Rosendale, John Sherwin, 
Robert S. Sloan, Valentine P. Snyder, 
Theodore N. Vail, L. A. Watres, Albert 
H. Wiggin, Bronson Winthrop. 





LIMITED LINES DROPPED 





Great Eastern Casualty Gives Up this 
Feature of Accident 
Business 


The Great Eastern Casualty has 
made the following statement regard- 
ing an important change in its busi- 
ness policy: 


“The Great Eastern Casualty is dis- 


continuing its limited accident and 
health department. The company’s 
tlans have always provided for the 


building up of a large volume of com- 
mercial and monthly payment accidem 
and health business, and finding that 
the limited lines interfered to con- 
siderable extent with that idea, notwith- 
standing the fact that its limited linen 
produced a large volume of premiums, 
the management feels that the wel- 
fare of the company can be _ better 
served by its discontinuance.” 
Revolutionizing 
STATE FUND IN TROUBLE 
Auditor General of Pennsylvania Says 
Deficit is Likely to 
Exist 


William J. Roney, manager of the 
Pennsylvania State Insurance Fund has 
advised Auditor General Snyder that 
he will decline to allow an audit of the 
Fund’s books. There jis a controversy 
on over the hiring of nine extra clerks 
to care for year-end renewals and their 
have been withheld by the 
attorney general. 

The State Fund recently declared a 
dividend of than $100,000, or 
about 15 per cent. This was done 
when, it is alleged, the fund officials 
told the legislature that it would not 
declare a dividend if it were not self- 
sustaining. The legislature of 1915 ap- 
propriated $300,000 for the Fund's 
maintenance, and the session of 1917, 
$200,000 more, and it is asserted that 
the greater portion of this is now spent. 
Mr. Snyder says an audit is necessary 
to determine whether or not the Fund 
can be made self-sustaining. He says 
a deficit will exist at the end of the 
appropriation period, and estimates that 
it will amount to $60,000. His only 
purpose, he says, in demanding an 
audit is to protect the people of the 
State, and adds that in order to carry 
this purpose into effect his department 
will insist on a reduction in the pay- 
roll and other expenditures and a 
closer inspection of the management. 


salaries 


more 


New Publication by Hine’s 

C. C. Hine’s Sons Company ef 100 Wil- 
liam Street, New York, has begun the 
publication of the “‘Workmen’s Compen- 
sation Law Journal” which should prove 
a valuable addition to casualty insurance 
literature. This is a monthly publication 
containing the current decisions of all 
the courts relating to workmen’s com- 
pensation. It will be to those inter- 
ested in workmen’s compensation cases 
what the “Insurance Law Journal” is to 
those interested in insurance cases. 
The plan and scope will be identica:, 
except that the index, instead of being 
a scientific law-index, will be an alpha- 
betical, cross-reference index of the 
law and the fact combined, making for 
easy access. The subscription price is 
$10 per annum. 

> ce mm 


Gained $2,500,000 

An increase of $2,500,000 in net pre- 
miums written was made by the Fidelity 
& Casualty last year over 1916, when 
the writings were $10,359,410. 

* * * 

You can pass into the temple of 
honor only through the temple of vir- 
tue, says “Bankers’ Life Bulletin.” 


$$$ 


POOL IN ABEYANCE 


No Definite Plan for Carrying Haz. 
ardous Compensation 
Lines 


Conferences are being held this week 
in an effort to formulate a working plan 
by which a pool may be formed to han- 
dle extra hazardous compensation lines. 
The subject is being approached from 
two angles. The companies associated 
in the present Coal Mine Pool, are en- 
deavoring to reach an understanding, 
while another group of companies which 
includes some which are already in the 
coal pool are following a somewhat dif. 
ferent angle. So far nothing definite 
has been formulated. 


REAL ESTATE DEALER SUES 
Blinded by Dynamite Explosion—Super. 
intendent Cleary to Be Witness 
Against Insurance Company 


Suit against an insurance company 
has been begun by Albert L. Williams, 
a Madison, Wis., realty man, to recover 
damages. Williams claimed to have 
been blinded by a dynamite explosion, 
October 15, 1916. 


The company maintains that Williams 
was insured as a real estate dealer and 
sustained injuries while in other em- 
ployment. The suit promises to be in- 
teresting inasmuch as the plaintiff al- 
leges that the insurance company did 
not comply with the Wisconsin laws 
relating to the printing in bold face 
type of any exceptions to the general 
text of the policy. 

It is understood that State Insurance 
Commissioner M. J. Cleary will be one 
of the witnesses for the plaintiff. Wil- 
liams sues for $1,300.50, which he 
claims is due him under the $25 per 
week benefit for total disablement. 


Raymond S. Van Houten has been 
appointed New Jersey special agent for 
the Royal Indemnity, with headquarters 
in Newark. He was formerly with the 
Travelers. 


Revolutionizing 
General Liability 
(Continued from page 17) 


the Harlem River is District No. 2. 
Here the minimum is $40 and as a 
whole the district is pretty good until 
one gets far up town into the Italian 
quarter. Here the pins on the map be- 
gin to show again like a young forest 
epringing up. 

On the entire West Side, from the 
Isattery to Harlem, there is but one 
district, number 3. It follows that while 
the minimum for this district is but 
$20 there are many gradations of risk 
embraced in that wide territory. In 
fact, some sections are just as bad as 
the thickly populated section on the 
lower East Side. For example, there 
is the Greek and Syrian quarter, run 
ning south from Cedar Street, anything 
but a good section, such as is entitled 
to a minimum of $20. Going north 
cne comes to the Tenderloin, a large 
section, evidently not entitled to any 
such minimum. A little farther north 
and west is that smaller area long 
known as Hell’s Kitchen and Gas 
House District. All these sections are 
shown on the map in unmistakable evi- 
dence of the hazards involved, together 
with numerous gradations in between. 

The actuarial division of the Insur- 
ance Department has taken a lively 
interest in this re-classifying and re- 
rating and is still contributing its share 
in the work. When all the details of 
the Manhattan situation are ironed 
cut, the other Boroughs will be taken 
up one at a time. 
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CASUALTY AND SURETY POINTERS 








os 


Manager Rausch of 
Large Sprinkler the sprinkler leak- 
Losses age department of 


Expected the Maryland Casu- 
alty, has issued a 
bulletin requesting sprinkler leakage 


policyholders, general agents and local 
agents to co-operate with his inspec- 
tors in exercising the greatest possible 
care to prevent sprinkler leakage losses 
caused by freezing. If the difficulty in 
getting coal has the effect of making 
property owners tend to unduly skimp 
the heating of their buildings, there 
will very certainly be a repetition of 
last year’s widespread water losses due 
to frozen sprinkler pipes. And if there 
is any such exceedingly expensive total 
of sprinkler leakage losses, then sprink- 
ler leakage insurance will have to cost 
must more than the present price of 
this protection. 

During the four months of last wint- 
e: from the first of December to the 
end of March, insurance companies 
paid, under sprinkler leakage policies, 
the sum of $350,000 on account of water 
losses caused by freezing. But in spite 
of that the rates for sprinkler leakage 
insurance have not advanced—not yet. 
However, if the experience of this 
winter proves to be as bad in that re- 
spect as the record of last year, under- 
writers will either have to discontinue 
the sale of this protection, or else 
considerably increase the premiums 
charged for it. 

On the other hand, persistent carefui- 
ness can solve the problem to every- 
one’s satisfaction, by keeping the 
losses from freezing down to a reason- 
able figure. And the kind of care 
needed to accomplish this will not be 
a tax upon anyone. 

* a a 


One thing is certain, 


Rate Advance says “The Standard 
Up to Cog,” speaking of ac- 
Agents cident and _ health 


rates. Enough money 
must be collected to run the business 
or that business must stop. This ad- 
vance must be put upon a scientific 
basis and reduced to efficiency. That 
can be done. This is a serious situa- 
tion and what we say here is the plain, 
unvarnished truth. Something must be 
done and in the last analysis you, the 
agents, must do it. If rates are to be 
raised either by change of manual or 
an added per cent. to each case you 
are the fellows who must do the collect- 
ing. The burden will fall upon you to 
do a lot of the work. Year by year the 
loss ratio has been going up—each year 
has seen an added burden in taxation— 
every year the cost of clerk hire has 
gone up—every year the railroads and 
the hotels have added just a little to 
the old-time cost and so we have 
climbed to the point where we must 
turn and look back to the level of 
safety and determine how we can again 
return to that point surely, safely and 
quickly. At the beginning of the new 
year, this is our problem. Let us face 
it bravely and honestly and together 
solve the difficult situation. 

* * &* 


Manager Brown, of the 

Soliciting Guernsey-Newton Com- 

School pany, Spokane, agents for 

Teachers the Maryland Casualty, 

classifies his prospects and 

g0e8 after them systematically. Here 

is the letter he sends to teachers, soli- 
citing disability insurance: 

“You, in organized education, prepare 

goa for ‘getting there’ when on their 

et. 


“We, in organized insurance, prepare 
People for ‘getting there’ when on their 
backs 


“The Maryland Casualty Company, 
through this office, emphasizes to you, 
tight now, that, as a leader of education 





here, your personality and your income 
are too vital for you to carry when this 
Company will carry the same risk for 
one-half of one ‘per cent. 

“Remember, the school board pays 
your salary when ‘you are strong in 
body and mind. 

“Remember, the Maryland Casualty 
Company pays your salary when you 
are weak in body and mind from acci- 
dent or disease. 

“Remember, for $36 a year, you may 
be housed and clothed; with $100 a 
month for four years for total disabil- 
ity from accident, and $100 a month for 
one year for total disability from di- 
sease; and one-half of these sums for 
six months for partial disability. 

“And remember that plus the month- 
ly indemnity you receive $5,000 if death 
comes from accidental causes; doubling 
to $10,000 for accidents of travel or on 
elevators, and all this for $3 a month.” 

ce * * 
If the policy is prop- 


Unreasonable erly explained and the 
Promises prospect told of con- 
of Agents ditions affecting the 


adjustment of claims 

before he signs the application, no dis- 
trict manager representing a clean-cut 
company will ever experience any hard- 
ships in building up a profitable busi- 
ness in accident and health insurance. 
My experience in this business has prov- 
ec to me that the most degrading part 
of our profession is the breaking of the 
eyaggerated and unreasonable promises 
of an agent. Your duty as a district 
manager or an agent when you are 
asked a question pertaining to any part 
of the policy or the rulings of the com- 
pany, is to answer it truthfully. You 
will find there is nothing so essential 
in your work as telling the truth and 
then standing ‘back of everything you 
have promised. Be sure to promise 
only what you can live up to. Back up 
honest and fearless methods with work 
the same number of hours any other 
position would require, and you will 
have no complaint to make about re- 


sults —C. D. Nolan, Massachusetts 
Bonding. 
* * a 
An agent in one of the 
Get After Northern States is writ- 


the ing a lot of business by 
Cranks following a unique plan. 
When he walks down the 
street he carefully scrutinizes each 
automobile at the curb. When he sees 
one with a crank he waits for the own- 
er—and insures him. No man can af- 
ford to drive a car without a self-start- 
er—unless he carries an accident pol- 
icy, so that the man who starts his car 
with his strong right arm needs only 
to have his attention called to the 
hazard to become an immediate and 
favorable prospect. Ask him how he 
feels when he is thoroughly chilled. 
His engine apparently feels just the 
seme way. It does not want to move 
quickly at first, then it changes its 
mind and moves too quickly—with dis- 
astrous results in the way of bruises, 
fractured arms and_ wrists.—‘‘Coordir 
nator.” 


* + + 
Harold E. Apt, of 
Liberty Loan Hammond, Indiana, 
no primarily a life in- 


surance agent, is find- 
ing time to write some 
monthly payment health and accident 
pusiness for the Massachusetts Bond- 
ing and reported twenty-three applica- 
tions one month. Where some agents 
might have been discouraged on ac- 
count of the second Liberty Loan, Mr. 
Apt turned this to his advantage. He 
writes to his company as follows: 
“The Liberty Loan does not in any 
sense hurt business but on the con- 
trary stimulates it. By making a list 
of bond purchasers and calling upon 
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W. E. SMALL, President 


PETER EPES, Agency Mgr. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,526,022.81 














HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


47 CEDAR STREET 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


Alonze G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 














HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 











them I came jinto contact with men 
who otherwise I would never have 
heard of. With their added obliga- 
tions on account of their Liberty Bond 
purchase | found many of them to be 
first-class prospects for additional ac- 
cident insurance. With a past Liberty 
Loan as a spur and the prospect of 
another soon, there should not be an 
agent in the field who can not increase 
his business by at least one-third.” 
a * + 
The practice of using rec- 
Planto ommendations to gain fa- 
Get More vorable attention is s0 
Agents old that “the memory of 
man runneth not to the 
contrary.” Their value is being prov- 
cn daily by agents who obtain “thank 
you” letters and names of prospects 
from satisfied claimants. But agents 
who stop there fall short of obtaining 
the last ounce of benefit from each 
satisfactory claim payment. If the pol- 
icyholder igs pleased with the service, 
and wants his friends to enjoy the 
company’s protection, show him how 
easy it is to obtain their applications 
himself. Seventy-five per cent. of all 
satisfied claimants are first-class agen- 
cy prospects. They have had good 
end sufficient proof of the practical 
value of income protection and are en- 
thusiastic about it. With a little per- 
suasion many of them will seize the 
coportunity to turn their spare time 
into dollars. ‘Try this the next time 
you deliver a claim check—and you 
vill keep it up. Have ten or more 


policyholders qualified to write busi- 
ress in their spare time. They will 
enjoy the policy fees, you want the 


commissions and—we want the _ busi- 
ness.—“Coordinator.” 
A. L. ADAMS RESIGNS 

Allison L. Adams has resigned as 
superintendent of the surety depart- 
ment of The Gauvin Agency. Mr. 
Adams has not announced his future 
plans. 





Service Counts 





Our Metropolitan District 
is managed by 


Service Men 


who 


Insure Service 
on 
Accident and Health, Automobile 
Workmen’s Compensation and 
General Liability 
Coverage 


CONTINENTAL CASUALTY C° 


H. G. B. ALEXANDER, President 
J.N. S. BREWSTER & CO., Inc. 


General Agents 
55 LIBERTY STREET 
Phone Cortlandt 8730 NEW YORK CITY 
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B. S. Walsh, Inc., Philadelphia 
B. S. Walsh, Incorporated, Philadel- 
vhia, has been incorporated with $50,- 
000 capital to conduct an insurance 
and brokerage business. A. S. Wright, 
M. L. Rogers and L. BH. Aare, of Phila- 
delphia, are the incorporators. 
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The Columbian National Life 
OF BOSTON 
ARTHUR E. CHILDS, President 
A CHANGE may be necessary to realize your ambition 
Think a minute—then write 


WM. H. MASTIN FRANK D. LOMBAR 
SUPERINTENDENTS OF AGENCIES 

(West of the Mississippi). (East of the Mississippi). 

SYMES BUILDING 77 FRANKLIN STREET 

DENVER, COLO. BOSTON, MASS. 


DARL D. MAPES, Superintendent of Accident Agencies 
77 FRANKLIN ST., BOSTON, MASS. 


The service of a high grade Accident Department will also be offered so 
that you will not have to broker your Accident business to avoid violating 
your Life insurance contract. 


























Announcement 


Owing to the large demand yor extra copies 
of the 


LIFE INSURANCE 
SALESMANSHIP 


edition of The Eastern Underwriter, issued 
September 21, 1917, an 


EXTRA EDITION 


of that number has been published 


Life Insurance Companies and General Agents 
desiring to secure copies for distribution 
among their Agents can do so by wiring or 
writing The Eastern Underwriter, 105 
William St., New York, the number required. 


Price Twenty-five cents per copy. 


The Eastern Underwriter. 








In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 
and permanently disabled: 


1. Thereafter the Equitable will carry the insurance 
—tThe Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EOUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 


























THE OHIO MILLERS 


MUTUAL FIRE INSURANCE COMPANY 


Net Cash Assets................ $1,147,802 
Net Cash Serpims............e00% 505,213 





Squire Company, Tur. 


1 LIBERTY ST. REPRESENTATIVES NEW YORK 
nl 
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STOCK POLICIES ONLY 


BUSINESS SOLICITED FROM 
AGENTS AND BROKERS 





























San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 















$15,827,439.35 
5,460,745.59 


U. S. Cash Assets, Dec. 31, 1916 
Surplus, .. - ° . < 







Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 

1904 - - - - - 1,051,543.00 
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ano Globe 
Insurance Co. 


CIMICED 


Over $152,000,000.00 


Losses Paid in the United States 







HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 











